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INTERNATIONAL LIFE 
Makes Big Gains 


Annual Statement, December 31, 1923 


First Mortgages on Real Estate and Collateral Policy Reserves $20,269, 744.25 
eS eae , a siand eee 0 eeie ae Death Claims, Proofs Incx mm plete 157,156.50 
Bonds .. - : . ‘ . — Tr 2,524,701.50 Reserve for T axes 118,106.60 

Real Estate la - ; ; 808,766.32 Premiums and Interest P aid in Advance and Un 
Deposits in Banks on Interest....... cichens hie 585,589.36 completed Items .. ' 177,799.77 
Cash in Home Office and Banks ae eas 60,469.55 Investment Reserve 78,259.98 
Loans to Policyholders.. . . 5,516,362.28 All Other Liabilities ; $66,884.39 
Interest Accrued and All Other Assets 708,129.9: Capital Stock aa ; 937,500.00 
Unassigned Funds : 916,306.11 


Total .. , . .-$23,121,757.5 Total 


INSURANCE IN FORCE DECEMBER 31,1923 - - -  $162,309,900.00 





SURPLUS TO POLICYHOLDERS a EXCESS OF LEGAL 
RESERVE - - °° « -« $1,853,806.11 


Comparative Statement of Gains 


Dec 31, 1923 (;ains 
Insurance in Force $162,309,900.00 $18,219.264.00 
Total Admitted Assets 23,103,188.01 2,385,027.84 
Reserves for Policyholders aa .. 20,269,744.23 2, 
Surplus to Policyholders : 1,853,806.11 107,921.14 
First-Year Session Income. 1,088,604.65 295,165.89 


Total Income ‘ ; 8,035.875.94 1.494.797.81 


TOTAL PAYMENTS TO POLICTHOLDERS wine ORGAN- 
IZATION : = <« = © - «  $12,396,957.68 


INTERNATIONAL LIFE, St. Louis 


MASSEY WILSON JACOB L. BABLER W. F. GRANTGES 


President Vice Pres. and Gen. Mgr. of Secretary 
Agencies 

















At Home 


We are now established in our new home 
office building in Chicago. Our move to 
Chicago and the building of our own home 
have been two great strides in the progress 
of the Central Life. We are now even better 
equipped to render a complete and rapid 
service to our agents. Time is not lost in 
handling the business of our agents. Our con- 
stant aim is one of speed, consistent with 
accuracy. 











The progress that has been recorded in the 





New Home Offer Buildin past is a truthful indication of our future 
. Michigan Ave. 
Chicago progress. Our eyes are focused on the future. 


We are devoting every energy toward build- 
ing a life insurance organization in which 
Agency Openings in recognition of agents will be the outstanding 


Illinois feature. 

Minnesota 

— It will be a pleasure for us to have you inspect 
South Dakota our new home office building. 


Texas 


Missouri 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 


716 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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YEAR’S FIGURES GIVEN 
BY RESEARCH BUREAU 


Record Production in 1923 Anal- 
yzed by Company Statistical 
Organization 








BOOM WAS COUNTRYWIDE 





Increase of 19 Percent Over 1922 Was 
Felt in All Sections and in All 
Months 





NEW YORK, Jan. 29.—The year 1923 
is the record year for sales of ordinary 
life insurance according to figures just 
published by the Life Insurance Sales 
Research Bureau of New York. Sales 
in 1923 were 19 percent greater than in 
1922 and were decidedly greater than in 
1920, previously the record life insurance 
year. Over $5,833,000,000 of insurance 
was sold by companies doing about 80 
percent of the legal reserve ordinary 
business in this country. This is an 
average of about $16,000,000 of insurance 
sold per day, or an average amount 
of new insurance bought from the 48 
reporting companies of nearly $50 per 
person in the entire population. 


Good Increase in December 


The amount of new business paid for 
in December 1923 rose to $591,013,000; 
that is, 23 percent over the November 
figure, but this was only about the nor- 
mal seasonal rise from November to De- 
cember, due to the special efforts of the 
agents to get first payments on issued 
policies before the close of the year. 
The increase over December 1922 was 
19 percent, or the same as the average 
increase for the year as a whole. 

In the eight divisions into which the 
Bureau has divided the country, sales in 
1923 increased from i4 percent to 21 
percent above the 1922 figure. This 
shows how well the total increase was 
distributed over the entire country. Only 
three states did not exceed their 1922 
record. These three were*Arizona and 
Montana, in which 98 percent of the 
1922 volume of business was done, and 
South Dakota in which the volume of 
business was exactly the same in the two 
years. The maximum increase for any 
state was shown by Florida where sales 
were 38 percent over last year. 


Gains Throughout Year 


Taking the country as a whole the 
Bureau finds that in every month of 1923 
sales were higher than in the cor- 
responding month in 1921 or 1922, the 
only other years for which monthly 
figures are available. The increased 
sales of life insurance are a reflection of 
the prosperity of general business in 
1923; of the ever increasing appreciation 
by the public of the uses and value of 
life insurance; and of the development 
of new uses for life insurance, s as 
insurance to pay off inheritance taxes, 
insurance to protect a business in the 
event of the death of an important officer 

(CONTINUED ON PAGE 28) 





BIG GROUP BUSINESS 


SALES DOUBLED LAST YEAR 


_—— 


Metropolitan Report for 1923 Shows 
Remarkable Stride in This 
Branch 





NEW YORK, Jan. 30.—The group 
division supervisors and representatives 
of the Metropolitan met at the home 
office Monday and Tuesday of this 
week, prior to the general meeting of 
managers to be held the latter part of 
this week. Figures given out by Vice- 
President Kavanagh, show group life 
insurance written during 1923 in the 
amount of $253,000,000, an increase of 
100 percent over 1922. 


Is Now Big Department 


Group life in force amounts to $660,- 
000,000 on 500,000 lives. Group life 
premiums were over $7,000,000. The 
group accident premiums amounted to 
$1,500,000, covering 75,000 lives. Nearly 
300 corporations carry this form. In 
addressing the Group men Mr. Kav- 
anagh suggested that employers be told 
that all they need do is give employes 
the use of the auditing department to 
allow them to obtain life insurance on 
an economic basis, doing away with the 
expense of medical examinations, door 
to door canvassing, etc. “Just give us 
permission and we'll do the rest 
quickly.” He emphasized the need of 
speeding up group transactions. The 
Metropolitan does not require lists of 
employes from the office of the insured, 
but obtains them while selling groups 
of employees through foremen and de- 
partment heads. 

A big group insurance selling point 
used is the company’s Policyholders’ 
Service Bureau which is an evolution 
during the past five years from a one 
man question and answer department. 
This bureau costs the company $150,000 
a year and seeks to solve all employers’ 
problems by compiling experience on 
every phase of the employer's problems. 
Information is obtainable that can be 
had no where else. It is said that Judge 
Gary of the U. S. Steel Corporation 
spent two hours in the Bureau and re- 
turned for another visit. Almost any 
kind of an industrial problem may be 
submitted to the Bureau and, if it has 
been previously solved, the Bureau will 
attempt to obtain the facts. The group 
department has widened its scope con- 
siderably since its origin. It now in- 
cludes in addition to group life, group 
accident and health and group sav- 
ings. 





W. R. Hoefflin 


After an absence of several years in 
another line of business, Walter R. 
Hoefflin has returned to life insurance 
as a member of the home office agency 
of the Pacific Mutual Life at Los An- 
geles, 

Mr. Hoefflin was general agent at 
Los Angeles for the Connecticut Mutua! 
for a number of years and led his 
agency in personal production. Prior 
to his transfer and promotion to the 
Los Angeles general agency, he was a 
member of the Minnesota agency or- 
ganization of the Connecticut Mutual 
and was prominent among the leaders 
in individual production in that com- 
pany. 





APPEL NOW PRESIDENT 
HEADS NEW ENGLAND MUTUAL 
New Executive, Vice-president Since 


1908, Came Up from Ranks of 
Company’s Soliciting Agents 





BOSTON, MASS., Jan. 29.—Daniel 
F. Appel, connected with the New 
England Mutual Life for some 39 years, 
and since 1908 vice-president of the 
company, was today elected president of 
the company at the annual meeting of 
the board of directors. Alfred D. 
Foster, who has been president since 
1908, retires as president and becomes 
chairman of the board and finance com- 
mittee. President Appel will have the 
general administrative charge of the 
company. 

The rapid growth of the company in 





DANIEL F. 
President New England Mutual 


APPEL 


years made necessary a 
executive responsibility. 
During its 80 years of existence, the 
anniversary of which was celebrated 
during the past year, the New England 
Mutual has had but four presidents, 
including Mr. Appel. He has perhaps 
the unique distinction of being the only 
big company president in the United 
States who has risen from the position 
of a soliciting insurance agent to that 
of the administrative head of a life com- 
pany. 
Retiring President's Career 


the past few 
change in the 


Mr. Foster’s active service with the 
company began in 1880 as law clerk; 
four years later he was made associate 
counsel with William C. Endicott, upon 
whose retirement to become a member 
of President Cleveland’s cabinet, Mr. 
Foster was made counsel. He has been 
a director since 1887. He was elected 
vice-president in 1893 and president in 
1908. During his administration as 
president the growth of the institution 
is well shown by the increase in assets 
from $44,182,875 to $140,327,319 and in- 
surance in force from $178, 872,320 to 
$719,421,634. Mr. Foster now becomes 

(CONTINUED ON PAGE 328) 





TWO FACTORS BUILD 
UP GROUP BUSINESS 





One Is General Business Stability 
and Other the Modernized 
Presentation 





ORIGINALLY A WAR BABY 


Now Sold on a Different Basis, With 
Preference Given to Use of Con- 
tributory Plan 





NEW YORK, Jan. 


surance is one of the most rapidly grow- 


29.—Group life in- 


ing branches of the life insurance busi- 
ness. Its recent development, according 
to underwriters in this 
First, stable 
ditions, which are not of the boom type, 
but are the 
tion of most businesses on a profitable 
basis, by the modern pres- 
entation of the group insurance idea, 


city, is due to 


two things business con- 


yet characterized by opera- 


and, second, 


Group insurance was more or less of a 
war baby. It never really amounted to 
a thing until the war, when it was easy 
to sell almost anything. Business men 
were making huge profits and preferred 
to buy group insurance or anything else 
than pay excess profits taxes. When 
these conditions passed away a good deal 
of the interest in group insurance went 
with it. A remarkable amount of the 
business stayed on the books but new 
business was not written with any great 
rapidity. 


Learn How to Sell 


Now, prosperity seems to be coming 
to the group departments of the compa- 
nies, because they have learned how to 
sell group insurance. Before the group 
life insurance salesman would go to the 
employer and say: “Cut down your 
labor turnover. Group insurance will do 
it. Pay us the entire premium your- 
self. Make it a gift to your employes. 

Such a system was all right during the 
war and just after, but now-a-days it 
does not work, Today the salesman of 
group insurance says in effect: “Group 
insurance 1s an important tactor in cut- 
ting down labor turnover, but principal- 
ly it is a mighty good thing for your em- 
ployes to have. They need this pro- 
tection and they can get it at a very low 
cost. Let us show our plan whereby 
the employe may purchase his insurance 
at a very low cost, with you as his em- 
ployer contributing a small amount.” 


Value of Contributery Pian 


In other words the contributory plan, 
with the employe contributing 50 to 75 
percent of the premium, or even more, 
has enabled the companies to sell a much 
increased volume of group insurance, 

One of the most encouraging things 
about the contributory plan is that not 
only is the employer better satisfied be- 
cause it does not have such a great over- 
head expense, but the employe likes it 
better. Experience of the companies has 
shown that the contributory contracts 
stick on the books much better than the 
other. The employe takes a personal in- 
terest in it. He regards his group pol- 
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icy as something of his own and not as 
something paternalistically handed to 
him by his employer, whom he suspects 
of having some other selfish interest be- 
hind it. He realizes that he has pur- 
chased a bargain. He is getting real pro- 
tection at a cost away below the mar- 
ket. He does not want to let go of it. 
Not only does this plan of business stick 
better but the companies find that they 
are able to write a larger percentage of 
the employes than on the old plan. 


Sold Largely by Specialists 


Group insurance is sold largely by sal- 
aried specialists from the home offices of 
the companies, There are some brokers 
and agents who have gone into it on a 
large scale, made a study of it and have 
made good in a big way. One broker in 
Botson is said to be earning an income 
of $150,000 a year on group insurance 
alone. He has, however, made a spec- 
ialty of it and has given up writing all 
other insurance, 

Brokers and agents are very valuable 
in finding prospects and gaining an en- 
tree for the salaried man from the home 
office group department. Brokerage 
commissions are paid to brokers and 
agents who do this. The competition is 
so great that only a snecialist and a man 
with a thorough knowledge of group in- 
surance can hope to get the business. 


No Chance for Broker 


One underwriter in New York City 
said, “Suppose a broker comes into his 
office and asks for some information 
about group insurance, having heard that 
the Singer Sewing Machine Company is 
in the market for a group policy. He 
picks up a few folders and leaflets which 
we have and finds out about what the 
rate would be, and goes up to see his 
man at the Singer Sewing Machine Com- 
pany. When he gets there he finds him- 
self face to face with a vice-president of 
the Equitable Life, a $12,000 man from 
the Metropolitan and specialists from 
two or three other important companies. 
What chance has he against talent of this 
kind? None at all. The only hope for 
him is to come to us and let us go with 
him and present the proposition.” 


Procedure in Group Sale 


The manager of another group de- 
partment, which has been successful in 
writing a large volume in this city, said 
that in going after a big group contract 
the procedure is something as follows: 
The entree is obtained through the agent 
or broker and the snecial man goes to 
the employer. He finds that he does not 
have much difficulty in convincing the 
employer that group insurance is a good 
thing. He then asks if he may present 
the plan to the employes. The next step 
is to call a meeting of the foremen 
throughout the plant. The foremen are 
usually an intelligent class of men who 
are quick to see the advantages of group 
insurance. They usually carry other in- 
surance themselves and see what a bar- 
gain is being placed before them. Al- 
most in every case the foremen are 100 
percent for the plan and agree to take it 
up with their respective staffs. The fore- 
men then distribute to each employe un- 
der their respective supervision a leaf- 
let describing the plan, with answers to 
ten questions which usually arise in the 
mind of every prospect. A representa- 
tive calls from the insurance company 
and each employe is seen separately and 
asked to sign a card, on which he agrees 
to take the insurance and orders the 
premium to be deducted from his pay 
every month. 

Job In Selling Employe 


The big job today is selling the em- 
ploye and not the employer. The em- 
ployer realizes the value of the insurance 
and when a plan is put up to him, which 
will not cost him too much money he 
does not hesitate to recommend it to his 
employes. 

Many of the companies writing group 
life insurance also offer group health and 
accident insurance. While this is not as 
easily written because of the high pre- 
mium, the contributory plan is helping 
a good deal in this direction and the vol- 
ume is increasing rapidly. Sometimes 
this is written on as much as 100 per- 





ADOPT MONTHLY PLAN 


CENTRAL STATES LIFE MOVE 





St. Louis Company Has Arranged for 
Payment of Insurance on Regular 
Household Budget Basis 





The Central States Life of St. Louis 
is establishing a monthly premium pay- 
ment plan in order that those who 
budget their expenses monthly may do 
so with the life insurance as well as the 
ordinary run of expenditures. The Cen- 
tral States believes that more insur- 
ance and larger policies can be sold if 
a way can be found to relieve the pol- 
icyholder of the burden of meeting the 
payment of the whole annual premium 
in one sum. In regard to renewal 
premium the assured is required to sign 
an authorization card to the bank in 
which he maintains a checking account, 
at the same time signing in duplicate an 
authorization to the insurance company 
to draw on his bank each month for 
the amount of the monthly installment. 
A copy of this duplicate form is re- 
turned to the insured for his own files 
and the other is retained by the home 
office. 

To arrive at the amount of the 
monthly installment the company adds 
4 percent to the annual premium and 
then divides by 12. This plan relates to 
renewal premiums and does not provide 
for the first annual premium. If the 
agent cares to, he can arrange with the 
assured for a settlement by means of a 
note calling for the payment of one- 
twelfth each month. He can arrange 
for payment of the subsequent monthly 
installments of the first year’s premium 
by personal collection or by having the 
insured give him a similar authorization 
to that which he secures for the com- 
pany in connection with the settlement 
of renewal premiums. 


PENN MUTUAL’S PROMOTIONS 





Several Advancements Among Home 
Office Officials Confirmed by 
Board of Trustees 





At the January meeting of the board 
of trustees of the Penn Mutual the fol- 
lowing promotions were unanimously 
confirmed: 

George R. White, associate actuary. 
Mr. White has been assistant actuary 
since Nov. 6, 1907. 

James P. Hutchinson, M. D., asso- 
ciate director. Dr. Hutchinson was 
medical examiner from Jan. 5, 1898, to 
June 8, 1910, and has been assistant 
medical director since June 8, 1910. 

John U. Hobach, M. D., assistant 
medical director. Dr. Hobach was med- 
ical inspector from May 6, 1902, to June 
8, 1910, and has been medical examiner 
since June 8, 1910. 

Henry Dillard, M. D., assistant med- 
ical director, Dr. Dillard has been as- 
sistant medical examiner since May 53, 
1915. 

John P. Chapman, M. D., assistant 
medical director. Dr. Chapman has 
been assistant medical examiner since 
Jan. 7, 1920. 

J. G. Bryant, statistician. Mr. 
Bryant has been in the service of the 
company since Dec. 1, 1908, in the 
mathematical and actuarial departments. 





cent contributory plan. Sometimes the 
employer pays the life premium and the 
employes pay the health and accident 
premium. Many inquiries are received 
about group health and accident which 
do not result in closed cases on account 
of the high cost, but, such leads can be 
used to advantage in writing group life 
insurance, 


W. G. Preston, vice-president of the 
Bankers Reserve Life of Omaha, has been 
making an extended inspection tour of 
his company’s agencies in eastern and 
southern states. 








RENDERS REAL SERVICE 


GOING TO OLD POLICYHOLDER 





Home Office General Agency Is Al- 
loting Cut in Number of Hours 
to Preseht Clients 





MILWAUKEE, WIS., Jan. 28.— 
General Agent Clifford McMullan of the 
home office agency of the Northwestern 
Mutual Life is conducting a rather 
novel “service campaign” among old 
policyholders in that agency which has 
about $18,000,000 of insurance in force. 
Mr. McMillan has 48 agents under con- 
tract and 15 of these have pledged 
themselves to spend half of their work- 
ing time for a fortnight in calling on 
old policyholders in an effort, fiot to 
get them to increase their insurance, but 
to make their contracts better fit their 
needs if possible. Mr. McMillan, asked 
about the manner in which this cam- 
paign is being conducted, said, “Specially 
writtep letters are sent out, so many 
each day, to these old policyholders, 
stating that if agreeable to them one of 
our men will call on them. It is spe- 
cifically stated that this call will be a 
service call and is not made for the 
solicitation of additional insurance, 


Questions Are Asked 


“A neatly printed slip asks whether the 
recipient is one of the Northwestern 
Mutual’s satisfied policyholders or not. 
If not, it is probably because he has not 
enjoyed ‘complete Northwestern service’ 
and he is asked to check one or more of 
the following queries. 

‘Is your insurance NOW payable to 
those whom you wish to receive it? _ 

‘Look at your policies and see if 
changed cdnditions require a change of 
beneficiary’. 

‘Would not a monthly income be bet- 
ter for your family than a lump sum?’ 

‘Are the proceeds of your policy free 
from administrative costs?” 

‘Have you named contingent benefic- 
iaries? Most of our policyholders have 
done so.’ 

‘Have you a son or a daughter for 
whom you wish to provide a college 
education ?’ 

“Our men find their visits are wel- 
comed” said Mr. McMillan “when they 
call in such cases and the fault that 
they find, in the limited time allowed 
to such work, is that the policyholder 
takes a good deal longer time to discuss 
these matters than they like. But ex- 
perience will show our men how to 
tactfully shorten calls and yet accom- 
plish the purpose ifi mind, Take the 
question of contingent beneficiaries, for 
instance, Comparatively few men reckon 
on the possible wisdom of such a step. 
But citation of such cases as one, tor 
instance, which occurred on the recent 
Twentieth Century wreck when both 
husband and wife were killed. The wife 
was the beneficiary and so the policy 
was payable, not to the children but to 
the estate of the policyholder. Debts, 
business obligations, ny one of a num- 
ber of reasons may interfere with the 
children getting this insurance. Any 
agent who knows his business cin point 
out the need for nominating contingent 
beneficiaries and maky of those ap- 
proached on this subject have so acted. 


Will Tabulate the Work 


“When we get further along in this 
work, and it will take considerable time 
to do enough of it to properly tabulate 
results and draw conclusions from them, 
we shall know what proportion of old 
policyholders may be expected to snom- 
inate contingent beneficiaries, how many 
are interested in Option A and how 
many policies may be expected to have 
some sort of dndorsement made on 
them, We are proposing just now to 
enly deal with 500 or 600 cases, Our 
men calculate that about five a day may 
be visited in the half day alloted to this 
work but I believe this is a rather high 
estimate.” 





DISLIKE THE SCHEME 


TAKE ACTION AT CINCINNATI 


Life Men Frown on Argument That 
Life Insurance Trusts Are Used 


to Circumvent Taxes 





CINCINNATI, O., Jan. 29.—A mo- 
tion by Ralph Holterhoff, general agent 
of the State Mutual Life, at the meeting 
of the Cincinnati Life Underwriters As- 
sociation, following the talk on life in- 
surance and trust tunds by A. J. Davis, 
vice-president and general counsel of 
the Provident Mutual Life, to the effect 
that the solicitation of life insurance 
along the line set forth by advertise- 
ments of trust companies in Chicago, 
Boston and other places on the argu- 
ment that income taxes will be reduced 
through trust fund agreements, be 
frowned upon, was generally approved 
and referred to the executive committee 
for careful framing of the resolution. 


Taking a Long Chance 


Life insurance men feel that selling 
policies with a view to avoiding taxes 
is bad business and should not be coun- 
tenanced. There are many other good 
arguments for life insurance which may 
be used without a comeback and the 
tax evasion argument is not necessary. 
No one can tell what the income or in- 
heritance tax situation will be five years 
from now and the agent who sells life 
insurance on any assumption of a set- 
tled condition of affairs in tax matters 
is taking a long chance. 


Bankers Were Present 


A number of prominent bankers and 
trust officers as well as lawyers were 
present as guests. The address of Mr. 
Davis was a thorough discussion of the 
relations between life insurance and 
trust companies and just how far the 
life companies may properly and safely 
go in performing trust functions with 
regard to the proceeds of life insurance 
policies. 


DR. WADE WRIGHT’S NEW POST 








Will Go to the Metropolitan Life to Deal 
Largely With Industrial Hygiene 
Matters 





The directors of the Metropolitan Life 
have appointed Dr. Wade Wright assist- 
ant medical director, to take effect some 
time during the summer as he must 
complete his term as instructor in the 
Harvard Medical School. Dr. Wright's 
duties will be largely in matters of in- 
dustrial hygiene and the preparation of 
literature having to do with the pre- 
ventive side of industrial health, the 
study of sickness experience of the 
groups and the survey of places of em- 
ployment to ascertain the facilities pro- 
vided for proper sanitation of the plant. 
Dr. Wright has had a great deal of ex- 
perience in this line of work. His duties 
at the Harvard Medical School have 
been instruction along the same lines. 


Many Quarter-Million Writers 


Announcement is made by the Phoe- 
nix Mutual Life that over 10 percent 
of the field representatives of the com- 
pany each wrote $250,000 of insurance 
in 1923, a percentage that established a 
new record. Ten field representatives 
achieved places in what is called the 
Phoenix Mutual Hall of Fame in 1923, 
the average attained being $20,000 in 
new premiums per man. 

December, 1923, was the biggest De- 
cember in the history of the company 
in point of issued business. The total 
of new issued business represented an 
increase of 20 percent over the corre 
sponding month of 1922. 





George L. Dyer, district manager for 
the Columbian National Life, has been 
named on the board of directors of the 
Better Business Bureau of the Advertis- 
ing Club of St. Louis. 
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INSURANCE OFT EN | LIFE 
SAVER TO A BUSINESS 


Minneapolis Bankers Cite Specific 
Cases That Have Come to 
Their Attention 


IS AID TO BOTH PARTIES 


Individual Insured, His Firm and the 
Creditor Bank Also Benefited 
by Adequate Cover 


MINNEAPOLIS, MINN., Jan. 
The importance of life insurance as a 
credit asset has been quite firmly 
pressed on both bankers and business 
houses of this city in the past two years. 
All the larger banks are quite willing 
to concede that a life insurance policy 
carried on the life of some of their cus- 
tomers has been. the means of 
tecting and liquidating loans that otner- 
wise would have caused the bank con- 
siderable annoyance and embarrassment. 
Numerous cases of this kind were cited 
by officers of some of the larger banks. 
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Corporation Insurance a Life-Saver 


Corporation insurance carried to pro- 
protect the credit of a business house 
probably has not been developed to as 
great an extent in this territory as it 
has in some other sections but the prac- 
tice is growing here steadily and bank- 
ers are encouraging it. When, a few 
weeks ago, the head of one of the larg- 
est mercantile establishments in Minne- 
apolis dropped dead on the street, no 
single phase of the affair caused as 
much public comment as the fact that 
this man carried several hundrea tnon- 
sand dollars in insurance, most of it 
payable to the corporation. It was gen- 
erally conceded in financial circles that 
this insurance was practically a life- 
saver for that concern which because of 
its large credit business was quite heav- 
ily involved. 


Szecific Cases Cited 


But there are numerous other cases 
just as much to the point. E. E. Black- 
ley, vice-president of the First National 
Bank, recalled several within his own 
experience. 

“There is no argument against life 
insurance as a credit asset and plenty 
of arguments in favor of it,” said Mr. 
Blackley. “It benefits the man carrying 
it, his firm and the creditor bank. So 
many firms depend so largely upon the 
brains of a single man that if he is sud- 
denly taken from its helm by death, the 
company frequently finds itself in diffi- 
cult circumstances. In such a case the 
proceeds from a life insurance policy 
payable to the firm is a Godsend 

“IT can cite instances where banks 
have been benefited by reason of insur- 
ance carried by a borrower and I also 
recall cases where banks have been the 
loser because there was no insurance 
money to protect a loan when other as- 
sets were gone. Some time ago the 
head of a moderate sized business firm 
was killed in an automobile accident. 
It happened that a bank had lent him 
several thousand dollars, largely on the 
strength of life insurance carried. But 
it happened that the entire amount was 
payable to the widow who was not in- 
clined to apply anv of it on her hus- 
band's debt at the bank 

“There was the case of a ceuntry 
merchant in this state. His firm got into 
financial straits and when the bank 
looked into it. it was found that this 
man carried life insurance with a cash 
surrender value of $25,000. This would 
have gone a lone way in meeting the 
obligations but it turned out that he 
was dishonest and just before the crash 
came he had changed the policy to make 
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JAMESON DROPS FIGHT 
UNITED L. & A. CONTEST ENDS 


New Management of Concord Company 
Is in Full Control at Its Annual 


Meeting 
CONCORD, N. H., Jan. 29.—The 
contest for control of the United Life 


which has been on for some 
former pres- 
ousted by 
ended at 


& Accident, 
six months past since the 
ident, S. W. Jameson, was 
the directors, was apparently 
the annual meeting Thursday. There 
were 14,454 shares out of a_ possible 
20,000 votes by the present management 


and their friends and the action was 
unanimous in sustaining the present 
board of directors and their policies. 
No stock was voted by Mr. Jameson, 
or the North Atlantic Securities Cor- 
poration, of which he is president, or by 


their behali. Mr. Jameson 
at the meeting but did not 
vote and made no protest. He did not 
attend the meeting of the board of 
directors following the stockholders’ 
sessions. 


anyone in 
Was present 


President Allen Hollis, vice-president 
and secretary, Robert J. Merrill and all 
of the other officers were re-elected 


Mr. Jameson's term as a_ director 
does not expire this year but no attempt 
was made to remove him. Harry G. 
Emmons of Concord was made director 
in place of Edward N. Pearson, resigned 
because of ill health 

Reports showed new business written 
in 1923 to be $11,661,464, an increase of 
$1,517,287 over 1922 and total insurance 
in force of more than $37,000,000. Net 
earnings for the year were about $65,000 
and a 3 percent dividend was declared 
for the stockholders 


his wife instead of the corporation the 
Leneficiary. 

“Then I remember the case of an 
elderly man, thoroughly honest, who 
was quite heavily indebted at his bank. 

ad he lived he would have paid his 
debt in full but when he died, sooner 
than he expected, there was little in his 
estate upon which the bank could hope 


to realize. But, imagine the surprrse of 
his banker, when he learned that the 
customer carried quite a generous 
amount of life insurance, all payable to 
the widow, to be sure, but she volun- 
tarily came to the bank and with the 
insurance money wiped out the debt 


against her husband's name. 
Has Weight in Making Loan 


“Personally, I place a good deal of 


weight in the life insurance carried by 
a man when making him loan, Al- 
though I do not tell hin so, sometimes 


it is this fact that gets him the loan, 
I think that the head of a business firm 
should carry insurance payable both to 
his family and to his firm. Too often a 
man’s assets are wrapped up almost 
entirely in the stock of his company. 
If he dies prematurely, the family is left 
with a business on its hands and nobody 
to run it properly. In such cases in- 
surance money payable to the company 
keeps the concern going whereas other- 
wise it might run into difficulties. 

“Bankers, I think, as a rule, do not 
give enough attention to this feature of 
eredit.” 


Question of Borrower's Age 


A. J. Herrington, credit manager for 
the Midland National Bank, was equally 
emphatic in his views although he puts 
small reliance in insurance that is not 
payable to the company in which the 
insured is interested or to his estate. 

Asked as the importance of the age 
of the borrower, that is whether life 
insurance was as much of a credit asset 
in the case of a comparatively young 
man as in the case of an elderly one. 
Mr. Herrington said that was a question 
to be answered from two viewpoints, 
the certainty of life or the certainty of 
death of the borrower 
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EDITION 
WALTER WEBB GOES UP 
HE IS MADE VICE-PRESIDENT 
Superintendent of Agents of the Na- 
tional Life U. S. A. Is Advanced 


to Executive Position 


At the annual meeting of the com- 


pany this week Walter E. Webb was 
elected vice-president of the National 
Life, U. S. A. This promotion came as 


recognition of his successful service 
with the company, with which he be- 
came connected as agency supervisor in 
1917. 

Mr. Webb is a fine example of what 
can be done by ambitious young men, 
who have the foresight to connect them- 
selves with growing institutions in the 
life insurance field. 

He began as office boy in the old 
Kimball & Norton general agency of 











WEBB 


WALTER E. 


the Northwestern Mutual in Chicago in 
1901. After years spent as clerk, book- 
keeper and agent, he became a field 
representative in the Pacific Mutual 
home office agency of John Newton 
Russell, Jr., at Los Angeles, where, for 


several years, he was a leading pro- 
ducer. 
General Agent at San Francisco 


In 1915 he became general agent for 


the Connecticut Mutual at San Fran- 
cisco. While there in 1917 he came to 
the attention of Robert D. Lay, vice- 


president and secretary of the National 


Life U. S. A., himself one of the most 
progressive agency executives in this 
country. As a result Mr. Webb went 


to Chicago as agency supervisor for 
the National Life U. S. A. In 1920 he 
was made superintendent of agents. In 
association with and under the direc- 
tion of Mr. Lay, he has become a most 
capable member of the home office staff 
Under his association with Mr. Lay he 
has developed sound judgment in solv- 
ing agency financial problems, and is 
considered one of the best informed and 
most practical agency men in the busi- 
ness. 

In his new position Mr. Webb will 
continue his work with Vice-President 
and Secretary Lay, who has been 
with the National for more than 22 
years. During that time the company’s 
business has grown from less than $20.- 
000,000 of insurance in force to nearly 
$160,000,000 in 1923. Last year the new 
business approximated $42,000,000, bet- 
ter than the peak year of 1920. 

This company now has assets ap- 
proximating $25,000,000, and is consid- 
ered one of the fast growing life com- 
panies in the middle west. 





John 8S. Burwell, for 54 years with 
the actuarial department of the Aetna 
Life, died at his home last week 
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LIFE MEN ENCOURAGE 
PUBLIC HEALTH WORK 





Aid Moves That Act to Extend the 
Span of Human 
Life 


NEW PRODUCT INTERESTS 


National Radium Emanatot Is Being 
Closely Followed by Life Insur- 
ance Men | 


NEW YORK, Jan. 28.—Speaking be- 
fore a lay gathering here a few days ago, 
James A. Kavanagh, vice-president of 
the Metropolitan Life; frankly admitted 
that “insurance companies are selfishly 
conspiring to extend human life.” Con- 
spiracies of this nature that make for the 
public wéal are not only permitted, but 
are heartily encouraged, as they should 
be. Years ago com- 
panies awoke to the fact that in offering 
to make free urinal tests of their policy- 
holders once a year, and advising of the 
results disclosed, and in offering general 
suggestions as to the care of health, 
they were not only pursuing a policy of 
“enlightened self-interest” but were con- 
ferring a real benefit upon the public at 
large. 

Interested in Public Health 


some of the life 


Life underwriters have a very positive 
concern in all that affects the physical 
and moral well being of the people of 
the country and follow closely whatever 
affects them, beneficially or adversely. 
In these days of strenuous business and 
social activity much is heard of high 
blood pressure, the early discovery of 
which frequently enables the physician 
to detect the cause of the trouble and 
lengthen the life of the patient. So im- 
portant is knowledge of blood pressure 
considered by medical examiners in this 
country, that it is now “a routine part 
of the examination — life i insurance and 
is as freely used in diagnosis as is the 
urine test.” 


Analyze Blood Pressure 


In an address before the Association 
of Life Insurance Presidents in this city 
last month, Arthur Hunter, chief actu- 
ary of the New York Life, considered at 
some length the general subject of 
“Blood Pressure; What Affects It,” 
offering the following conclusions after 
an analysis of the records of 267,000 
cases 

1. Both systolic and diastolic pres- 
sures increase with age. 

2. The pulse pressure increases very 
slightly with age, but varies considerably 
in different individuals in good health. 

3. The blood pressure is affected by 
build, increasing with the percentage 
over the average weight and decreasing 
with the percentage underweight. It in- 
creases very slightly with height. 

4. It is slightly lower (about 3 mm.) 
among women than among men at the 
younger age. At the middle and older 
ages there is little, if any, difference. 

5. The higher the blod pressure is 


above the average, the greater the 
mortality above the normal. 
6. Persons with a distinctly high 


pressure are prone to develop diseases 
of the heart, blood vessels and kidneys, 
the mortalitv from heart disease, apo- 
plexy and Bright’s disease being very 
high among them 

7. A blood pressure slightly lower 
than the average is favorable to long- 
evity, provided the persons in the group 
are in good health. 

8 A moderate use of tobacco does 
not seem to have much influence on the 
blood pressure. 

As evidencing the prevalence of high 
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blood pressure among citizens of this — = =—- 
country, to quote an oe me medical M E EMBER 3 
authority ‘ ‘it is estémated that there is 
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taken by many life insurance men in the 
growing use of a small appliance placed 
upon the market two years ago by the 
National Radium Products Company of 
this city, is easily understandable. Ac- 
cepted by the American Medical As- 
sociation and recommended by many of 
the foremost physicians of the country 
the appliance in question, kaown as the 
National Radium Emanater, “is the 
product of many years of laboratory ex- 
perimentation by prominent radio ex- 
perts, and consists of three associated 
parts; namely, the Emanator or radium 
cell, containing a radium chloride; the 
air purifying cell, containing an alkaline 
solution, and a removable recertacle for 
the water which is to be charged with 
radium. It is dependent for its opera- 
tion upon the recirculation of purified air 
through a solution of radium chloride 
and a quantity of ordinary drinking 
water.” After referring to radium as 
“the greatest of catalyzers” Dr. F. H. 
Glazebrook, chief surgeon of the Mor- 
ristown (N. J.) Hospital and a man 





preeminent in his profession, recently 


of radium will prove to be in its internal 
administration. This remarkable sub- 
stance will restore the body functions. 
No one questions the curative value of 
the waters of the world’s famous springs, 
nor is there any question that this cura- 
tive factor is due largely to radio-active 
water. On account of the impossibility 
to procure it until very recently the only 
portable appliances for this purpose were 
cumbersome and crude.” The need for 
a handy and easily portable radium ap- 
pliance such as is held desirable by Dr 
Glazebrook, seems to have been met by 
the Emanator, manufactured by the Na- 
tional Radium Products Company. 


Guardian Life Promotions 

At the annual meeting of the board 
of directors of the Guardian Life of New 
York, Valentine Howell, who has been 
assistant actuary for the past three years, 
was appointed associate actuary. James 
A. McLain, who went with the Guardian 
four years ago as agency assistant was 
promoted to assistant superintendent of 
agencies, 








Travelers Remarkable Record Since 
President Butler Took Charge 
Attracts Attention 





The statement of The Travelers is- 
sued last week shows that the Hartford 
companies had a premium income in 
1923 of $104,229,378. Adding to this 
the reinsurance premiums and the in- 
terest, dividends and other cash in- 
come amount to $117,850,386. The 
rapid strides taken during the past few 
years has been the cause of much com- 
ment among insurance and _ financial 
men over the country. To have a total 
income of over $100,000,000 a year is 
an achievement worthy of recognition, 
but it is only one of the phenomenal 
records made by these companies, the 
Travelers and the Travelers Indemnity 
since Louis F. Butler, its present presi- 
dent, came into office. 

During the year past the company 





ance. This is a new high water mark, 
its highest previous record being more 
than $556,000,000 paid for in 1922. In 
1913 the company paid for $56,328,107 
while in 1915 the company paid for 
$79,227,156. In 1916 the first remark- 
able stride was taken, the company pay- 
ing for $116,056,033 of new life business. 
This was followed by another jump in 
1917 when the company paid for $186,- 
843,719 in new life business, and in 1918 
the figure mounted to $214,079,457. 

From these comparisons it will be 
noted that the company, although it 
wrote a considerable amount of new 
life insurance each year was not a big 
factor in ‘the business until after Mr. 
Butler took hold. Mr. Butler came into 
office with a knowledge of all lines of 
insurance. A judge of good men he has 
built around himself a personnel of 
home office officials inspired with loy- 
alty to the Travelers and an enthusi- 
astic field force which is fully wedded 
to the idea that it should sell all lines 
of insurance. 











First Mortgage Loans on 
Estate ... 


Policy Loans ........ 
Premium Notes .... 
Cash in Banks and Office. . 
Accounts Receivable ...... 
Real Estate ....... 


Gross Assets ............. 
Non-Admitted Assets 
ducted . 


A. J. CONOVER, Pres. 





Federal and Municipal Bonds. . 


Interest Due and Accrued....... 
Net Due and Deferred Premiums 45,016.03 


FINANCIAL STATEMENT OF 


The Gem City Life Insurance Company 


HOME OFFICE—DAYTON, OHIO 


January Ist, 1924 
ASSETS 


Real 
.... $558,514.93 
. 100,488.86 
65,837.31 
... 9,532.19 
. 6,821.10 
wees 624,255.34 
.. 40,000.00 
9,627.22 


(ae 


$860,092.98 
24,308.77 
$835,784.21 


oats 





vance .... 
Unpaid Accident ‘Commissions. . 


Pending Death Claims (Life 


Dept.) 
ee Accident Claims. . 
Accident Reinsurance Due.... 


Bills, Medical and mcguuenetie Fees 


and Taxes 
Supplementary Contracts 


Surplus to Policyholders...... 


Total 


1923 RECORD 


Increase in Premium Income - - - 
Increase in Admitted Assets 
Increase in Insurance in Force 


I. A. MORRISSETT, Vice-Pres. and Gen. Mgr. 


Agents wanted in Ohio, Dist. of Columbia and Georgia 


LIABILITIES 

Net Reserve—Life Department. . $537,043.20 
Accident Department Reserve. . . 
Life Premiums Paid in Advance 

Accident Premiums Paid in Ad- 


“ee eee eee eee 


“eee 


$ 49,769.78 
172,267.13 
2,256,998.00 


GUSTAV BECKER, Secy. 


3,304.69 
107.47 


350.70 
203.88 


.. 1,700.00 
788.77 
56.80 


2, 353.27 
, 7,897.44 
af "281 ‘977. 99 


7 $835,784.21 
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The Story of The Inter-Southern Life Insurance Company 
Gains for 1923— Forty-Two Per Cent. 


The Company is submitting this annual report in order that it may present the facts upon 
which it depends to effect its future progress. 


“Truth is stranger than fiction’’, and these facts should be interesting. Upon its founda- 
tion, empires are built. Art and architecture rest there. It inspires the songs and the 
prayers of men and women. 


He who directs the efforts of mankind, has again permitted us to dedicate this space to the 
facts relating to the service we earnestly seek to render. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 





INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
LOUISVILLE KENTUCKY 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - - $23,200,000.00 


FIFTEEN PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
Lincoln, Nebr., Sept. 29, 1923. 
Bankers Life Insurance Company, FIFTEEN YEAR SETTLEMENT 


Lincoln, Nebr. Matured in the 
OLD LINE BANKERS LIFE INSURANCE 





Gentlemen: I am glad to advise you that I am pleased with 








the settlement of policy No. 63047. The amount of the policy was COMPANY 
$10,000.00. I elected to take a paid up policy and you issued a new of Lincoln, Nebraska 
policy to me for $15,480.00. 
I had several policies maturing this year and last and yours Name of Insured.......... Ross P. Curtice 
was the best settlement that I received. bs hi dcendntesinns Lincoln, Nebr. 
Thanking you, I wish to remain Amount of policy............... $10,000.00 
ais aiciiiaaiiti Total premiums paid............ 6,255.00 
" ” "ROSS P. CURTICE. a 
A Paid Up Non-participating Policy for 
$15,480.00 


If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoin, Neb. 
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FIGURES FOR THE YEAR| 


PRESENT ANNUAL STATEMENTS 





Life Insurance Companies Make An 
Excellent Showing on the Total 
Operations of 1923 





The American Life of Detroit has 
gotten out its financial statement show- 
ing assets $8,017,435; gain $1,032,623; 
capital and surplus $323,003. Its in- 
surance in force is $66,565,055, gain 
$5,580,161. Its new business last year was 
$11,828,590. The percentage of term- 
inations from all causes was 10.39. The 
termination by lapse was 5.65 percent; 
from surrender 2.277 percent; from ex- 
piration 1.336 percent. This is a very 
fine record especially in regard to the 
lapse ratio. The company is moving 
along in fine shape under the leader- 
ship of President Clarence L. Ayres. 


Berkshire Life 


The annual report of the Berkshire 
Life shows total admitted assets of 
$33,627,755, a gain of $1,521,373. The 
unassigned surplus is $1,418,777. The 
investments during the year, exclusive 
of policy loans, amounted to $4,298,890 
at an average yield of 5.72 percent. The 
average yield for the company on its 
mean assets was 5.18. Policy loans on 
Dec. 31 totalled $5,782,684, an increase 
of $219,451. Loans paid off during the 
year amounted to $1,495,486, 51 percent 
being paid by increased loans, 15 per- 
cent in cash and 34 percent in policy 
settlements. New paid-for business in 
1923 was $18,105,545. Total insurance 
in force is now $146,598,936, a gain of 
$8,835,400. 

International Life 


_ The annual statement of the Interna- 
tional Life of St. Louis shows a big 
ain in 1923 in new business and the 
nancial strength of the company. 
Total admitted assets are now $23,103,- 
188, a gain of $2,885,028 over 1922. In- 
surance in force is now $162,309,900, a 
gain of $18,219,264. Reserves for policy- 
holders total $20,269,744, a gain of 
$2,222,567. Surplus to policyholders is 
$1,853,806, a gain of $107,921. Total 
income increased 23 percent, being $8,- 
035,876. 
Great Sonthern Life 


The annual statement of the Great 
Southern Life shows a total admitted 
assets of $13,941,836, a gain of $1,807,- 
087. Insurance in force is now $115,651,- 
301, a gain of $6,176,192. Surplus to 
policyholders is $1,295,053, a gain of 
$309,805. Unassigned funds now total 
$585,053. 

The George Washington Life, in its 
annual statement, reports total assets of 
$3,309,461. Insurance in force is now 
$21,579,641, a gain of $2,983,916. Busi- 
ness paid for last year was $5,405,537. 
The company’s mortality ratio of actual 
to expected in 1923 was 53.7. Total in- 
come for the year $1,037,800 and total 
disbursements $745,040. 


Peorla Life 


The Peoria Life reports a banner year 
from all angles. The volume of new 
business passes all previous records and 
the quality of the business was of the 
best, as indicated by the lowest mortal- 
ity rate and + ratio experienced for 
some time. he company reports a 
termination rate of only 10 percent, in- 
cluding al] terminations from death 
claims as well as surrender values. 
Lapses alone amounted to only 7.6 per- 
cent. The mortality rate of actual to 
expected was only 39 percent. These 
two factors are outstanding features of 
the annual report. The company paid 
for $28,000,000 of new business, com- 
pared with 1920 record of $26,000,000. In- 
surance in force was increased by about 
$13,000,000. The company’s assets are 
now $8,00,000, a gain of 23 percent over 
1922, 

Continental Life 


The Continental Life of St. Louis had 





$48,000,000 of insurance in force Dec. 31, 


1923, compared with $41,000,000 the pre- 
vious year, both figures being exclusive 
of the accident department. Admitted 
assets are $6,298,533 compared with $5,- 
501,597. Total income last year was 
$2,550,459 against $11,745,326 while re- 
serves gained $665,295.11 compared with 
$619,572.28 gain in 1922. Surplus to 
policyholders was $875,672.29 compared 
with $780,182.02 in 1922. 


Northwestern National 


The president’s annual report to 
policyholders of the Northwestern Na- 
tional Life of Minneapolis, was pre- 
sented at the meeting of policyholders. 
The annual statement shows assets of 
$16,666,178, gain $2,162,217. Surplus 
shown is $1,427,368, gain $146,659, new 


insurance paid for $42,554,112, gain 
over $5,591,229, insurance in _ force 
$173,309,166, gain $20,779,034. The 


company now has $109.37 for each $100 
of liabilities and has a rate of 6.20 in- 
terest earned on invested assets. Death 
losses in 1923 were 45 percent of the ex- 
pected, a particularly favorable show- 
ing as this company has a large sub- 
standard business on its books, all ad- 
equately rated of course. 

The annual statement of the Home 
Life of New York shows a substantial 
growth in 1923. Total admited assets 
are $42,326,319, a gain during the year 
of over $2,400,000. Insurance in force 
is $247,373,210, an increase of $15,000,- 
000. 

Equitable of Iowa 


New paid-for business of the Equit- 
able of Iowa during 1923 amounted to 
$59,649,776. The insurance in force was 
increased $35,634,636 during the year, 
bringing the total insurance in force to 
$348,767,229. The assets total $51,704,- 
265, representing a gain of $6,708,528. 
The favorable mortality experience of 
the company since its inception was 
continued during the year, the ratio of 
actual to expected mortality being 44.5 
percent. 

Northwestern Mutual 


The paid-for new insurance for 1923 
of the Northwestern Mutual Life was 
$305,477,749 represented by 72,080 poli- 
cies. The net increase in insurance in 
force was $189,588,227, making a total 
in force on Dec. 31, 1923, of $2,689,218,- 
038, representing 825,147 policies. The 
total paid for death claims, endow- 
ments, annuities, etc., in 1923, amounted 
to $61,570,000, an increase over similar 
items paid out in 1922 of over $2,800,- 
000. In the one item alone of dividends 
paid to policyholders, amounting to 
$20,312,000 in 1923, the excess payment 
over that of 1922 was $1,260,000. 

The item of taxes paid by the com- 
pany is of especial interest to the policy- 
holders, since they pay it. In 1923 the 
company paid a total of $2,637,910 for 
taxes and in 1922 the sum of $2,262,- 
000. The excess in 1923 amounted to 
$375,850. 

Travelers 

The annual report of the Travelers 
shows a new record in paid-for new 
business, its 1923 total being $690,900,- 
694, compared with $556,000,000 in 1922. 
The company now has in force $2,428,- 
317,145. The assets of the Travelers 
are $286,092,880 and of the Travelers 
Indemnity, its running mate, $10,867,- 
617. Reserves and all other liabilities 
of the Travelers are $260,766,690 and 
of the indemnity company are $7933,998. 
Capital and surplus of the Travelers is 
$25,326,190 and for the indemnity com- 
pany $2,933,619. The life company paid 
total payment to policyholders in 1923 
$390,848,546. The company paid out 
$11,947,422 in accident prevention. To- 
tal premium income was over $104,000,- 
000 and total income over $117,000,000. 


Kansas City Life 


The annual statement of the Kansas 
City Life shows excellent gains over the 
totals of the previous year. The assets 
of the company increased from $25,- 
928,363 in 1922 to $30,017,137 in 1923, 
a gain of $4,088,774. Total surplus to 
policyholders increased from $3,743,497 
in 1922 to $4,396,173 in 1923, a gain of 
$652,676. Insurance in force increased 
from $234,604,290 to $261,572,455, a net 


MAN BUILDING! 


Unless a prospective salesman gives evidence 
of having more than an even chance to make a 
substantial success in life insurance NATIONAL . 
FIDELITY does not care to start him. 


Having carefully weighed the matter and hav- 
ing reached, with him, the conclusion that he 
possesses the requisites for success, NATIONAL 
FIDELITY leaves no stone unturned in train- 
ing, equipping and in loyally supporting its sales- 
man—partner. It sticks and helps him through. 


It is a basic belief of NATIONAL FIDELITY 


that man-making is at least equal in importance 
to money-making. 


To salesmen who like this sort of business 
philosophy NATIONAL FIDELITY offers un- 
excelled goods to sell and some “tools” to do the 
selling with which have been tested and proven 
effective. 

Opportunities NOW in Illinois, Iowa, Kansas, 
Minnesota, Missouri, Nebraska, Oklahoma, South 
Dakota and Texas. 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


13th Floor, Federal Reserve Bank Bldg. 
Kansas City, Missouri 


Ralph H. Rice, President 















~~» Southland Life 


« __ Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$73,000,000 


Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and tary Vice-President and Actuary 


DALLAS, TEXAS 
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life, death and disability. 
business and family protection. 
opportunities as the future may develop. 


ADMITTED ASSETS 


First Mortgage Loans...................9 8,942,414.10 


ee DD 2; LvadescaddncsaedndKedeacake 87,930.78 
Policy Loans and Premium Notes (Within 

Reserve ) TEEPE RELELELEEEEELE TES 3,753,511.94 
Interest Due and Accrued................ 290,632.11 
Due from Reinsurance Companies........ 7 732.82 
i A SO un cenwiaenenek ees enne 248,536.11 
Ce orn cacndacdedh el ele neta wens 611,078.54 





LIABILITIES 


Legal Reserve on All Outstanding Policies .$12,321,166.46 
Reserve for Death Losses Incurred (Proofs 


ee eS ee reer 139,804.00 
Reserve for Interest and Premiums paid 

Oe FE 00s cs casicbeadcoecsecesans 127,937.90 
Reserve for Sundry Liabilities........... 57,874.59 
Surplus to Policyholders— 

Cette BORER cc cccccccvces $600,000.00 


Unassigned Funds......... 585,053.45 
Special Funds ............ 110,000.00 
—————__ 1,295,053.45 





$13,941.836.40 


{In Admitted Assets............... $1,807,087.33 
GAIN/ In Insurance in Force............. 8,176,192.00 
|In Surplus to Policyholders........ 309,804.62 


INSURANCE IN FORCE, $115,651,301.00 


ACKNOWLEDGMENT 


To its policyholders and friends, and to the men who 
carry its business into the field, the company acknowl- 
edges indebtedness and appreciation for the fulness of 
success which has come to it in 1923 and past years. Its 
endeavors to merit the confidence and support of these 
friends and _ policyholders will continue, unabated, 
through the years to come. 


THE FUTURE 


For further information address 


Great Southern Life Insurance Company 


THE RECORD 


Annual Statement, December 31, 1923 


Salesmen 

The company seeks rep- 
resentatives whose char- 
acter and ability entitle 
them to association with 
Great Southern Life In- 
surance Company’s organ- 
ization of high-class, intel- 
ligent and courteous sales- 
men—the men who have 
been so largely responsible 
for the splendid success 
which has come to the 
company. 

To these men the com- 
pany offers an efficient and 
co-operative home office 
service, a liberal consider- 
ation of their problems, an 
attractive line of policies 
and desirable commission 
contracts direct with the 
home office. 


The Great Southern Plan 


In those territories 
where it has no represent- 
ation, Great Southern Life 
Insurance Company offers 
young men of no life insur- 
ance experience an unus- 
ual opportunity—a course 
of study and training in 
life insurance fundamen- 
tals. 

A Booklet will be sent 
upon request. 


In the future, as in the past, the company will offer to those who desire to increase present insur- 
ance or to invest in new insurance, an attractive line of policies which cover every contingency of 
Its policies will, at all times, be adapted to new requirements of modern 
And to old and present policyholders will always be accorded such 


Great Southern Life Insurance Company 
HOUSTON—DALLAS, TEXAS 
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gain of $26,968,165. The new business 
paid for in 1923 was $59,554,417. The 
company expects to pass the $300,- 
000,000 mark by the end of 1924. | 
| 
| 


Bankers Life 


‘The annual statement of the Bankers 
Life of Iowa shows that the company 





made a gain of over $7,000,000 in ad- 


mitted assets during the year 1923. The } e * * 
total assets Dec. 31, 1923, were $63,- ||| 
955,278. The total of new insurance ||| 
paid for was over $123,000,000 which || 


was a new record. The total of insur- 
ance in force now is $711,629,554, the || 
largest amount of any life insurance i} 


company west of the Mississippi. Total ||| 
assets are over $63,000,000. The annual ||!) 
statement sshows over $57,000,000 in |||! 
approved securities on deposit with the || 


Iowa department, a gain of over $6,- 
000,000. The rate of interest earned on ||| 
mean invested funds was 6.01 percent. 


Total payments to beneficiaries and 

policyholders during the year _ was ||| 
$8,183,895. The total paid beneficiaries || 
since organization is now over $92,- || 


000,000. 


WAS LIFE INSURANCE SESSION || 











New York Women’s Clubs Make Thrift | | 
Week Program a Strong Appeal 
for Protection | 


M. E. SINGLETON - - - - President 








The thrift week program of the New 
York City Federation of Women’s Clubs 
last week was largely a life insurance 
session, several prominent speakers go- 
ing before the session, which was held 
under the direction of the General Fed- 
eration of Women’s Clubs, and present- 
ing the appeal of life insurance. James 


| if | 

i} 

Standard Li e€ insurance 
». Kavanagh, vice-president of the ] 
Metropolitan Life, spoke on the protec- | e 
tive value of life insurance and especially || t 
its use in insuring mortgages against u S an ar 1 e 
foreclosures. He presented a picture of || 
the life insurance policy in protecting || ° 
home and the family needs upon the || t 

| Acciden 
of children, was also outlined. Dr. John | 
A. Stevenson, vice-president of the || e t 
Equitable Life of New York, was also ||| 
present and told of the need of greater 
recognition of life insurance and its re- ||| 


lation to the family budget. He said || Group 

that people of this country spend six- ||| ] 

teen times as much on luxuries as they ||| 

do on insurance, two-thirds as much on ||| ( A . ° 

chewing gum and one and one-half times ||| TO ee ec t a es 

as much on cigarettes and cigars. Gen- ||| up 1 Nn nN 1 Nn S 

eral rules for thrift week, as laid down 
| 
| 
| 
| 


death of the father. Life insurance to 
protect other needs, such as education 








by the Federation, were as follows, life 
insurance being given a prominent place: 
“Learn what your real wants are; make 
a budget for all the money you get; pay 
your bills promptly; share something 
with others; take out life insurance; own 


| | 
your own home; make a will. | Business In Force December 3 | ; | 923: 


Commissioners’ Spring Meeting 


The spring meeting of the National ||| $475 735 998 | 

Convention of Insurance Commissioners | | 

will probably be held at Pinehurst, N. C., || 9 9 

some time in April, if one is held this ||| 

year. Decision as to whether the meet- ||| 

ing will be held rests with the executive | | | 

committee, which is expected to act on ||| . . 

the question at an early date, according Business Paid For, | 973: | 
| 


to Commissioner Button of Virginia, 


chairman of the committee. Col. But- 
ton is in receipt of a letter from Com- | 
missioner Wade of North Carolina ||| . 9 1] 


stating that Pinehurst is anxious to get 
the convention and that arrangements 
can readily be made for holding it there 
in the event it is decided to meet this 
spring. 

Commissioner Wade extended the in- 


vitation to entertain the spring conven- | || 

tion in North Carolina when the last |||! a 

annual convention was held in Minne- | 

apolis. e 


Bankers Had Three “Millionaires” 

The Bankers Life, Des Moines, had |}|| 
three million-dollar producers for 1923. 
These three leaders and their totals of 
new examined business for the year are: || 











Robert Mercer. Chicago, $1,228,000; H. 
C. Walburn, W. Virginia, $1,003,000; W. 
A. Hinshaw, Iowa, $1,002,000, == 
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MERICAN LIFE [NSURANCE COMPANY 


DETROIT, MICHIGAN 


Financial Statement December 31st, 1923 





ASSETS LIABILITIES 

First be a on Real ipaete ond Real Estate Bonds (Worth in each pean: 930,878.42 Reserve for all policies in force including disability reserve.... sidétbavanaed $7,250,167.03 
Pei dc “Leens cad enewel Premium "heen ‘Cnet SCHOSHOSSEO SHOES SO CSOSEOESES 1331.848.15 Reserve for installment trust benefits mot yet duc............scceccccccecces 133,614.08 
Soak “Renate BE ge 8 © gece apuaedl «2 lg i ileal ak lak dpa "334,304.59 Reserve for present value of disability benefits mot yet due..............ceees 48,195.77 
Goh Cin t ie ‘ox te nc lt 1 .aaeadae niet hsp drei mdelt 242 929.92 Reserve for unpaid claims in course of adjustment... ............ccccecceees 35,191.00 
Tax Certificates wares i 90 bah PONS SEIS REPT EMRE A AOA BEE IIS Ea 12.062.99 Reserve for premiums and interest paid in advance and dividends left on deposit 46,300.32 
Collateral Loan .. OD MELTS PSOE EOP I PATNI tS Le AAT IAT 2,000.00 Reserve funds apportioned and set aside for annual dividend policies.......... 6,572.51 
Interest Due and Accrued. ERLE SERIO IIS: ASEAN SEER IAS RAL 142,468.83 Reserve for Agent's credit balances $0000 065600096000005006000005060e50%8 6,207.77 
Deferred and Uncoilected Premiums SEUGD oc kednatiethedbesieons panes ‘nee 120,941.91 Reserve for taxes . teens cess noeesece 28,069.90 
Furniture, Underwriting Equipment, Fixtures and Supplies (All charged off).. None Reserve for all other liabilities ulsiaheas 97,749.74 
Agent's Debtor Balances....... PR aie SOR. | AE Pg GCL AED” LiteON None Reserve specially set —_ by resolution of the Board of Directors. ceccecce oe 42,362.86 
EE ic chen ceecuare ene hhh dehadeebdenehsbnnesdieds heeNesiaee None Capital and Surplus (net)..... inbbebnenudliabbdskvasetnaaietioidan 323,003.83 
FN WER vices iGdbahandphdbeudedtebeednndanmainseedoaniediakiens $8,017,434.81 Total ........seececeeseeereccees SereeeSIEtEeeerrereererr ere er rer terre $8,017,434.81 
The Company's Outstanding Insurance Account Now Amounts to (paid for Basis) ..........++++++. ieevineasabanenceestetisbdbbsneddbabebastsodes $66,565,054.87 
ee See RERONNE SE TE CS Wig sikc nk occ cos cascvaccvnnveevaceucesseavas seeetasenans cenkeewheae tee Mathistteetesedeeeseesauna $ 8,017,434.81 
The Policy Legal Reserve Account Required by Law Amounts t0.........eeeceee cece eee eeeeeeeeeeees SCO reererceveresosenseneeccoceseces $ 7,250,167.03 
The Resources from Annual Income in 1923 were.........eeeeeecee eee e eee e tren eeeeeeeeeeeeeteeeeees coccsccces co erccveccvcccccceeccecere $ 2,405,844.43 
The Company Paid to Policyholders and Their Beneficiaries Duri ng the  ¥e BF 1GBS 2. ccccvccccecscccccsecccccecsscesvccescevencevescesccecs $ 612,853.09 
The Sums Paid Policyholders and Their Beneficiaries from Organization to Dat SS ee a a ee $3,092,599.51 

Amount Now Held for Protection and Benetit of Folicyholders....... Dis otek daeseedevasesbaneésdanseebedsseos ebnceeeeokban $8,017,434.81 

Total Amount Paid To and Now Held For Benefit and Protection of Policyholders ........cccccccccccvccccccccvccccccceccssccsesccccesecns $11,110,034.32 
New Insurance Paid for in Cash During the Year 1923..........cceeeeeceecereccereseeeseneseeesees cee eececescers eee rvccccsccecesscseces $11,828,590.29 
ee ee Ss Ge TERR cn ue see GRAd SOG w SORES 6 O50H0 66 OOS 60606000 45655006)00060000400000000 00008 $ 5.580,161.02 
Net Gain in Admitted Assets During the Year 1923..........eeeeeeeeeeeeeereereeeeeeenes ee eeeccees Pee eeeccerensccccceccescoseseeceoses $ 1,032,623.04 





At the beginning of the year 1923, the Company had an outstanding insurance account of $61,084,893.85. 
Of this amount of insurance to renew during the year, the terminations or waste were as follows: 


TERMINATED BY LAPSE saneawas oS06OSedsonerceseneses pescovccccccccccscseccsee SOROS 
TERMINATED BY SURRENDER...........0e0eeeesenes 98 0nsdbeeeustescéecess seseese 2.277% 
TERMINATED BY EXPIRATION..............0+- se0068 ey seri , - 1.336% 
TERMINATED BY DECREASE................0005 oceeses oe pS eeeeenscoeeseseeoneses -509% 
TERMINATED BY MATURITY..............00ccceeeeceenees saeveeonsee eee seseee 040% 
SED WS Wein ccc cc cesececccecvcocescccecesesccecseseosesocecossecses _ -578% 
TOTAL TERMINATIONS FROM ALL CAUSEG..........ccccccsccecceeeeeeereeeteceneeens “10. 390% 


From the above it will be seen that the wastage in the Company's insurance account for twelve months 
ending with December 31, 1923, amounted to only 10.39%. 


WHEN YOUR COMPANY'S BUSINESS IS PERSISTENT YOUR RENEWAL AGENCY CONTRACT IS VALUABLE 

















EIGHTEENTH ANNUAL STATEMENT 


The Midland Mutual Life Insurance Company 


Columbus, Ohio 


Dr. W. O. THOMPSON, President G. W. STEINMAN, Secretary 
Financial Condition, December 31, 1923 








ASSETS LIABILITIES 
SE, RAIN cncandedadcdanacasesdedeashtstabnueneeseees Se GME MERE WEED i denn cceGewadeantdandeesechdsdguseancks . . »$7,059,333,24 
Made in accordance with Ohio laws, limiting amount loaned Set aside as required by laws of Ohio to meet all policy obli- 
to 50% appraised value of real estate; secured by real estate gations as they become claims by death, maturity or total 
appraised at $17,964,088, with fire insurance on buildings and permanent disability; valuation made by Ohio Depart- 
assigned to Company amounting to $8,603,382. ment of insurance. 
DE -.ccocatcicehuswesbhbeyeann heh shesnened kaeesteanweheses SERRE FOR eR PUNE Ka vow cidade bnsowetscaddsdcdponcnccs 190,478.45 
Liberty Bonds, $327,150.00; Municipal Bonds, $36,264.80. Present value of installments payable, not due, $57,470.34; 
DE SCARRING? COE Ae dg. isncennccdecsccs 1,053,143.75 dividends left with Company on interest and interest thereon, 
Loans on policies, $973,781.28; notes given in settlement of $104,143.26; premiums paid in advance, $28,864.85. 
premiums, $79,362.47; all secured by policy reserves carried Pee a ac ben aeaaeuaeShuveneunch babeds ubueeesavacedues 31,475.41 
in liabilities. Death and disability claims reported, proofs not received. 
| RE Tan ee re ee eT ee ee ee eee DARTS TF PUL F Cee BOVE. ne accnwccssccnsccenscetcducces 218,313.97 
In office, $1,908.88; in bank, $12,164.39. Due, $12,072.66; apportioned and payable in 1924, $117, 500.00 : 
ey ey ee ee 101,523.89 term, deferred dividend and extra dividend fund, $88,741.31. 
On mortgages, $95,738.87; on bonds, $3,669.06; on premium 8 A ER ree ee re mn oe nc, Byer, By. 228,019.02 
notes, $2,115.96. Disability, accidental death, ‘mort: ality fluctuations and other 
PREMIUMS UNREPORTED AND DEFERRED............... 167,172.16 funds. 
Due from policyholders against which proper reserves are TERE SURED. cnc ntcegencauaeunbasenae  abschebainceme 55,529.99 
charged in liabilities. Unearned interest on policy loans, $18,793.68; accrued and 
IE, IE it titi ccchusudirindanpinedeentéuiaaiammauin 96,494.78 contingent commissions, $8,333.66; reserve for taxes, $23,600; 
Bills receivable, $28,986.50; agents’ balances (net), $19,363.69; medical fees and accounts unpaid, $4,802.65 
commuted renewal commissions, $13,761.71; war savings Of Rt me oe ot Bom 6 8. rr ee rr 530,683.88 
certificates, $1,000.00; due from. reinsuring companies, 
$33,382 88. — os 
ees SH SEs han candeacsresnskvaeneseennneet $8,377,792.41 


Not admitted under regulations of Department of Insurance 
—Bills receivable, Agents’ balances (gross), commuted re- 
newal commissions and policy assets in excess of reserve on 








MLL \ AG cin wna enake eked eee aarti ei cae aEeeahnees ae ees 63,958.45 
ric: me re $8,313,833.96 Fas ee. EEE vennina 6bedbdengsacuchereuseeaaceons $8,313,833.96 


TOTAL INSURANCE IN FORCE (Paid-for-basis), $58,964,367 
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Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 





Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


1917, $54,193,000 
1922, $152,530,000 


Business in force, Dec. 31, 
Business in force, Dec. 31, 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Obio and Virginia 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 





New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 
of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















Our Agents Have 
A Wider Field 


An Increased Opportunity 








Because we have 


Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus a parents to buy all of the Fam- 
ily’s insurance on the Ordinary, . Annual, Semi-annual or quarterly 
premium plan, 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 


e. less work for nothing. 











| may be retained 


Some Functions of Life Companies 
And the Trust Companies Explained 
By Prominent Insurance Attorney 


OW far should reinsurance com- 
panies go in administering the | 
proceeds of life policies and where 


should the trust company step in was 
discussed by Vice-President and Gen- 
eral Counsel A. J. Davis of the Provi- 


dent Mutual before the Cincinnati Life 
Underwriters’ Association last Friday. 
Mr. Davis is a member of the commit- 
tee of the Association of Life Insurance 
Counsel dealing with this subject and 
he is the counsel for one of the com- 
panies which has made a special study 


of trust funds. His address will be 
read with interest by all life under- 
writers. It was entitled “Mutual In- 


terests of Life Insurance Companies and 


Trust Companies.” 


May Be Going Too Far 
in Undertaking Trusts 


The feeling has been growing in 
home offices if not in agency circles 
that companies are going too far in un- 
dertaking complicated trusts under the 
debtor and creditor relation. Mr. Davis 
makes an interesting statement on the 
subject. He said in part: . 

Let us first consider what machin- 
ery a life company has to take care of 
the funds which it has been instru- 
mental in building up. Legislatures of 
the various states early enacted legisla- 
tion exempting the proceeds of life pol- 
icies, in some cases within certain lim- 
its, from the claims of creditors of the 
insured, so that such proceeds might 
in the interest of public policy be de- 
voted to the support of dependents in 
order that they should not become a 
public charge. Legislatures have also 
passed blue-sky laws designed to pro- 
tect the unwary and inexperienced from 
the unscrupulous promoter. These 
measures while sound and helpful are 
not sufficient to insure the protection 
and proper application of insurance 
moneys. The legislatures, realizing the 
further great advantages which would 
be obtained if the proceeds of life insur- 
ance policies instead of being paid in 
lump sums to beneficiaries should be 
held for them and invested for their 
benefit by the life companies in the 
scund conservative classes of securities 
which the laws prescribe for the invest- 
ment of insurance funds, empowered 
the life companies to include in their 
policies certain optional methods of 
settlement. 


Life Companies Permitted to 

Hold Policyholders’ Funds 
_ These provide, as we know, for hold- 
ing the proceeds of the insurance at in- 


terest with a future payment of the 
principal, or payment of the insurance 
proceeds in installments over a given 


period of years, or in installments over 
’ Certain period of years followed by in- 


allments for life, or in the form of a 
a annuity by payment of install- 
ments for life without any installments 
certain. Thus life companies as pres- 
ently developed furnish a means 
whereby a man can build up by small 
premium payments during his life a 
fund for the protection of his loved 


ones, and further provide the means by 
which those funds, having been built up, 
and conserved by the 


life companies and disbursed and paid 


|} out bv them in installments to take 
; care of the needs for which such funds 
|} were intended. Thus we have a svstem 


which not only constructs but. having 


constructed, conserves that which it has 
made possible. This is a real achieve- 
nent and merits highest commendation 


But although the settlement options 
contained in the policy contracts of life 
insurance are well rounded out and 


provide for settlements sufficiently 
broad to take care of the legitimate 
needs of the great mass of policyhold- 
ers, there are a great many necessary 
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Trust Company Machinery Is 

Now Highly Organized 
of modern trust com- 
pany—and by “trust company” I mean 
to include all banks exercising trust 
iunctions—is highly organized and spe- 


The machinery 


cially developed for the express pur- 
pose of rendering expert service in the 
care, investment and distribution of 
trust moneys, including the proceeds of 
life insurance policies as w a as other 
funds that ane be entrusted to them. 
On account of their specialized organ- 
ization they are able to carry out not 
only the simple settlements such as life 


companies are equipped to handle but 
also very complicated settlements pro- 
viding for almost any contingency and 
payment, so long as they do not violate 
the provisions of the law relative to un- 
due accumulations and perpetuities. 


Common Interests of Life Companies 

and the Trust Companies 

Life companies and trust companies 
have much in common. They both 
come constantly in touch with the trag- 
edies of life which so often follow the 
death of the breadwinner. They are 
both engaged in the praiseworthy work 
of furnishing the means whereby suffer- 
ing and want may be eliminated and 
the weak protected. While the princi- 
pal work of the one is the production or 
supplying of the funds for the care of 
the widow and other dependents and 
the principal work of the other is the 
conservation of these and other funds 
for similar purposes, yet the paths of 


the two run very close together. 
It is an interesting fact that it was 
early recognized in the formation of 


life companies and trust companies that 
the life insurance business and trust 
business had much in common, that one 
was largely the complement of the 
other. This was shown in the early 
formation and growth of combined life 
and trust companies. The trust com- 
pany of modern times is the outgrowth 
of those trust companies which were 
organized in Philadelphia in the early 
part of the 19th century. The Pennsyl- 
vania Company for Insurance on Lives 
and Granting Annuities raceived its 
charter from the Pennsylvania legisla- 
ture in 1812. It was the first company 
formed which has since broadened out 
into a modern trust company. Other 
companies were formed in Philadelphia 


having both trust and life insurance 
powers. including the Provident Life 
& Trust which was founded in 1855. 
With the exception of the Provident all 
these companies many years ago dis- 
continued their life insurance business 
|and have since carried on only a trust 





business. 


Knowledge Gained from Transaction 
of Both Lines of Business 


The Provident Life & Trust con- 
ducted for many vears both a trust busi- 
ness and a life insurance’ business. 
Those of us who formerly per- 
formed work in connection with both 
branches realize that while there are a 
number of simple settlements of the pro- 
ceeds of life insurance policies which 
may be properly handled either by a life 
company of a trust company. no life 


-ompany can nor should attempt to pro- 





wi under the optional methods of 
settlements conta ained in its contracts, 
for the cor — cated settlements involv- 
ing various ont! » sel: 9 discretions. 
etc., which can only be properly carried 
out under the terms of a trust We are 
well aware of the pitfalls which await 
any life comnany > attemnt such 
practice While possible to 
draw a. straight line of demarcation 


which would be acceptable to all, divid- 


(CONTINUED ON PAGE 26) 
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NEW FLORIDA COMPANY, 


IS ORGANIZING AT ORLANDO| 
| 





American National Reserve, Capital 
$500,000, Chartered—To Be Managed 
by Georgia’s Deputy Commissioner | 





A second Florida life insurance com- | 
pany is now in process of organization, 
the American National Reserve of Or- | 
lando, Fla., having been chartered by | 
the state department, with a capital of 
$500,000 and a surplus of $200,000. This | 
company will operate on a legal reserve | 
basis. The active management will be | 
in the hands of Lewis A. Irons, deputy | 
insurance commissioner of Georgia, who | 
will retire from that position on April | 
1, to assume his new duties. F. L. Wind- 
ham of Orlando is president of the com- 
pany until organization plans have been | 
perfected. The actuarial work of the 
company is in hands of John A. Cope- 
land, consulting actuary at Atlanta, Ga. 


Plan Conservative Growth 


The new company plans to launch its 
activities in a conservative style, retain- | 
ing only $2,000 on each risk until the} 
business in force exceeds $10,000,000 or 
until net surplus exceeds capital. The 
company will write for the present only 
in Florida and all stock of the company 
will be sold in that state. It will write 
all classes of ordinary life, as a legal 
reserve life company on the American 
3% percent table, Illinois standard. The 
company will also write contracts con- 
taining disability, double indemnity and 
accident and health features. No an- 
nouncement has been made as to when 
the company will begin operations, but 
it is planned to write business as soon 
as the company has $100,000 deposited 
with the state department. The sale ot 
stocks has been practically completed. 





Irons Is Active Manager | 


Mr. Irons, who will take up the active | 
management of the company on April 1, 
has been deputy commissioner of Florida | 
about four years. For a number of} 
years he was assistant to Henry C. 
Lippincott, manager of agencies of the| 
Penn Mutual, joining that company in| 
1897 at the home office. The incorpora- | 
tors of the company, to whom the] 
charter was granted, include A. M. Star- | 
bird and Alexander Ackerman in addi- |} 
tion to Mr. Windham, all being citizens | 
of Orlando, Fla. 

This is Florida’s second life company 
to be launched within a year, the Victory 
National having been organized last 
year. 


Equitable Meeting in New Building 


The annual meeting of the Equitable 
Life of lowa was held Thursday after- 
noon, As a novel procedure a room on | 
the 18th floor of the new home office | 
building was temporarily provided with | 
camp chairs and _ other inaproviced | 
equipment and there the 57th annual | 
meeting was held. The novelty of the | 
place made the meeting one of unusual 
interest. The only change made in the 
official roster was adding J. W. Hub- 
bell to the board of directors. The 
past year was one of the best in the 
history of the organization. New busi- | 
ness amounted to $59,649,776, a gain 
in insurance in force of $35,634,636 

Miss Caroline M. Gruener and Miss| 
Lillian Van Buskirk were appointed as- 
sistant secretaries. 





Metropolitan Life Promotions 


The Metropolitan Life announces the 
following promotions: 

Third Vice-President Harry J. Mil- 
ler was appointed a second vice-presi- 
dent; Third Vice-President Lee K.} 
Frankel was appointed a second vice- 
president; Third Vice-President James 
E. Kavanagh was appointed a second 
vice-president; Francis M. Smith was 
appointed an assistant actuary. 





SY Na Sa 
RS PR — I 


This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


Performs A 
Needed Service 


The salaried man who budgets his finan- 
cial outlays monthly, and the business 
man who budgets his expenditures 
monthly, according to income, both ap- 
preciate the service rendered by the 
Grizzard System. 


It gives the best in life insurance with 
the best in service. Thus it makes old 
line life insurance more abundantly ac- 
cessible to those who have it and to those 
who haven't. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced Griz-ard’ 


SYSTLM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bidg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily Sloan Bidg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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Value of Inspirational Talks 


- ~& 

Harry C. McNamer of the EquitTasLe 
Lire of New York in Chicago, president 
of the Cuicaco Lire UNpERwriTerS As- 
SOCIATION, remarked the other day that 
in the education of life insurance men 
and especially in the work of the life 
underwriters associations the needs of 
the newer men in the business are too 
often overlooked. The man who has set 
his stride, who has won his spurs, who 
is the master of himself, does not need 
the stimulating effort of the newer and 
less experienced men. 

Mr. McName_r said that a rate book 
man might start out faithfully at 9 
o’clock every morning and if he worked 
for two or three days and got no appli- 
cations, he would be inclined to become 
discouraged. He becomes depressed. 
Therefore, he needs stimulation and in- 
spiration from somewhere. His battery 
by that time is becoming exhausted. It 
has to be recharged. Because of this 
the inspirational talk and literature on 
insurance are vastly important. The 
study of cases and the academic presen- 
tation of insurance do not appeal to the 
fellow who needs his battery recharged. 

As Mr. McNAmer pointed out, the 
“sob stuff” is essential in life insurance, 
because it plays on the emotions. 
Therefore, the inspirational address at 
a life underwriters meeting or at an 
agency gathering is very important be- 
cause it puts men on their feet again 
and sends them out with renewed cour- 
age and a stouter heart. 

As Mr. McNAmer pointed out, “sob 
stuff” oftens enters into the sale of life 


insurance. You can’t get rid of the 
emotional appeal. The personal appeal 
has to be made more or less in selling 
insurance. Insurance has to do with the 
more intimate affairs of life. It is a 
plan of beneficence that throws its arms 
about the family and the home. 

W. J. Ottve of Holland, Mich., gen- 
eral agent of the FRANKLIN Lrg, in a 
recent interview stated that the reason 
so much life insurance lapses was be- 
cause the appeal had been made to the 
intellect rather than to the heart. 

We may decry “sob stuff” in life in- 
surance. We may sometimes shy away 
from the picture of death, the widow 
scrubbing floors and the children unedu- 
cated. We may think that hauling the 
hearse up to the door is an overdrawn 
and unnecessary portrayal. 

The life insurance agent must have 
the spirit of the Crusaders. He must 
realize his great mission and appreciate 
the fact that he is derelict in his duties 
unless he brings men into the fold. 

The men who have not learned to 
become their own boss in selling life 
insurance need constant and perennial 
stimulation to keep them on the go, to 
keep their minds fixed on the goal, to 
keep their enthusiasm up and to prevent 
the spirit from dying out. Therefore, 
the inspirational address and the “sot 
stuff” that we frequently hear at life 
underwriters meetings are not to be 
ridiculed or cast aside lightly. They 
have their mission and after all it is an 
important one in keeping their real task 
before the agents. 


Few People Are Oversold 


UNDOUBTEDLY many more people are 
undersold when it comes to life insur- 
ance than oversold. We can pick out a 
man here or there who has been forced 
through sheer power and mind mastery 
to buy more insurance than he really 
should carry. This criticism does not 
apply in a universal way. We do find, 
however, now and then, a man who has 
been overpersuaded and oversold. This 


is due to too much zeal and enthusiasm 
on the part of the agent, bad judgment, 
where the mere desire to earn the com- 
rather than to do the policy- 
holder the greatest good prevails. An 
oversold man always means a dissatis- 
fied policyholder. Frequently a man is 
cause he is dazed by the 
brilliancy or forcefulness of the agent. 
Such sales usually do not stick. 


mission 


oversold be 


Cooperating on Investments 


Lire insurance offers to policyholders 
the benefit not only of cooperating along 
protection but investment lines. The in- 
dividual may have considerable trouble 
with his own investments. His judgment 
may not be the best. The particular se- 
curity that he selects may not materialize 
as he wishes. The life insurance company 
in getting the premiums of a large num- 
ber of people and investing on a large 
scale is able to cut down the average 


loss to an insignificant point. An indi- 
vidual policyholder loses but little on in- 
vestments. The loss is spread over the 
entire membership. Therefore the indi- 
vidual premium payer has the advantage 
of the experience and wisdom of the man- 
agement in making investments. He has 
the greater advantage of pooling his in- 
vestments with others and thus cutting 
his loss along that line to a very small 
point. 





E. G. Simmons, vice president and 
general manager Pan-American Life of 
New Orleans, will leave February 10 
on a business trip to California and 
other states. He will be in California 
about two weeks and will visit St. Paul, 
Minneapolis and Chicago before return- 
ing to New Orleans. He will be away 
from the office about a month. 


Max Peiller, actuary for the Aetna 
Life and one of the oldest officers in 
the company, has now recovered from 
his recent fall when he broke his right 
arm. The field friends of Mr. Peiller 
will regret to learn that he lost his wife 
by death this week. 


An explanation of what life insurance 
is and does, which should give thousands 
of people in Michigan and throughout 
the middle west, who have access to 
radio receiving sets, a better under- 
standing of its mission, was given last 
week by John W. Yates, recently ap- 
pointed general agent of the Massa- 
chusetts Mutual in Detroit, in an ad- 
dress which was broadcasted from the 
Detroit “News” station in observance of 
life insurance day in thrift week. 

Mr. Yates, although young in years 
and younger in the life insurance field, 
has shown an exceptional organization 
ability, which was recognized in his 
selection for the Detroit office of the 
Massachusetts Mutual on the death of 
C. W. Pickell, veteran general agent 
there. In his talk last week he showed 
an equally wide understanding of the 
fundamentals of life insurance and abil- 
ity to put it into terms that the average 
man could readily appreciate. 

Roy H. Heartman, Iowa general agent 
for the Equitable Life of New York, 
former vice-president of the National 
Association of Life Underwriters, was 
elected vice-president of the North 
American National Fire at its reorgan- 
ization meeting in Des Moines last week. 
The newly elected president of the com- 
pany is former Governor B. F. Carroll, 
organizer of the Provident Life, follow- 
ing the completion of his term as gov- 
ernor of Iowa. Mr. Heartman has long 
been one of the most prominent life 
underwriters in the country. He has 
received distinction not only as a per- 
sonal producer but as an orator of 
ability, being known in all sections of 
the country as a sales congress speaker. 
He and Governor Carroll have now 
undertaken the reorganization of the 
North American National Fire, which 
offers an opportunity of achievement, 
though a task of no small proportions, 
as the company has just gone through a 
period of stress, receivership having been 
sought by a group of stockholders. 


Richard H. Thompson, fourth vice- 
president of the Maryland Casualty. 
was elected a director of the Maryland 
Assurance, the life running mate of the 
Maryland Casualty, at the annual meet- 
ing of the stockholders last week. Mr. 
Thompson fills the vacancy created by 
the resignation of John W. Donohue, 
resident vice-president of the Maryland 

Casualty at Philadelphia. 


James A, Rodman, vice-president of 
the Northwestern Life of Omaha, will 
be a candidate for the legislature from 
one of the Omaha districts this year. 
Mr. Rodman was house leader in 1919 
and 1921, and served in the constitu- 
tional convention. The Nebraska in- 
surance interests are endeavoring to 
draft a number of experienced agents 
and officials as candidates for legislature, 
as part of the educational campaign to 
secure a more favorable reception for 
insurance bills at the hands of the next 
legislature. 


L. Brackett Bishop of Chicago, man- 
ager of the Massachusetts Mutual Life, 
will celebrate his 70th birthday anni- 
versary next Saturday. At that time the 
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BRACKETT BISHOP 
Chicago’s Grand Young Man 


L. 


agents in his office will give him a 
complimentary luncheon at the Union 
League Club in token of their affection 


and esteem. Mr. Bishop was born in 
Boston Feb. 2, 1854. Put him in a 
circle of 25 strangers and they would 
guess him off at between 50 and 55 


years of age. 

Mr. Bishop has had a well rounded 
career. He was the first agent ap- 
pointed by Former Manager W. Treese 
Smith of the Massachusetts Mutual in 
Chicago. That was 35 years ago. He 
became the leading producer for the 
company and then began building a 
little agency coterie of his own. For 
27 years he has been manager. Mr. 
Bishop started in business when he was 
15 years of age, so that he has been 55 
years out on the firing line, 35 of this 
being in life insurance. He served as 
president of the National Association 
of Life Underwriters in 1911-12. He 
was president of the Chicago Life Un- 
Association 1900-1906. He is 
a former president of the Massachusetts 
Mutual Agency Association. 

Mr. Bishop has been active in a num- 
ber of lines. He is now vice president 
of the Mount Hope Cemetery Associ- 
ation of Chicago. He is a former presi- 
dent of the New England Society of 
Chicago and former president of the 
Kenwood Parish Club. He is a di- 
rector of the Central Howard Associa- 
tion. He takes an active interest in the 
Home & Foreign Mission Board, Ham- 


ilton Club of Chicago, Y. M. C. A., the 
Chicago Art Institute, the English 
Speaking Union, and the Society of 


At the agency 
meeting E. C. will preside. 
Some of the old time friends of Mr. 
Bishop have been invited to sit in and 
do him honor. 


Mayflower descendants. 
>. Platter 


M. A. Carroll, general agent at Osh- 
kosh, Wis., for the Northwestern Mu- 
tual Life, has entered the semi-finals of 
the annual Lakeworth golf tournament 
on the golf course of the Palm Beach 
Golf Club, Palm Beach, Fla. Mr. Car- 
roll is ranked as one of the best golfers 
in Wisconsin, and was chosen to repré- 
sent the state in a tournament held 
late last fall against champion golfers 
of upper Michigan. He meets Chris. 
Dunphy of Boston, Mass., in the final 
contest for the Palm Beach trophy. 


—_— 


Jesse G. Read, Oklahoma’s new insur- 
ance commissioner, took the oath of 
office and was duly installed Friday 
morning. Mr. Read is a man of more 
than ten years’ insurance experience, 
having been district manager in western 
Oklahoma, for the Pacific Mutual Life 
for more than nine years, with head- 
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quarters at Hobart; and deputy for the 
state insurance department for practi- 
cally a year previous to his appointment. 
He is a native Kentuckian, and served 
in the world war, with a ten months’ 
record overseas. He is a graduate of 
Vanderbilt University at Nashville, 
Tenn. 


The Provident Mutual Life an- 
nounces that 43 percent of its 1923 
business was written on old policy- 
holders. In 1921, 44 percent, was on 
old policyholders and in 1922, 46 per- 
cent. 


W. H. Lant of Rochester, Minn., was 
a busy man during 1923. He had to be, 
for his company, the Modern Life of 
St. Paul, only writes one form of con- 
tract, a 20 pay life for $5,000, and yet 
Mr. Lant wrote $1,000,000 new insur- 
ance last year, which means 200 lives. 
Rochester is a very hospitable place as 
well as a hospital place, and Mr. Lant 
is one of the unofficial reception com- 
mittee which makes it pleasant for the 
many visitors who arrive in the town. 
No one falls into his friendly clutches 
for long before hearing his “kitten” 
story which sure is a good one. Per- 
haps this story helped him to become 
leader of his company’s agency last 
year. 

The Bank of the Manhattan Com- 
pany booklet “The greatest business in 
the world” by which is meant life in- 
surance has been distributed free by 
that New York City institution to life 
agents and companies generally and 
has proven of great value to solicitors. 
“Jimmy” Sebastian, general agent of 
the Minnesota Mutual at North Platte, 
Neb., has made a new use of it how- 
ever. He has divided it into a series of 
articles which appear in the North 
Platte Tribune each week and offers 
cash prizes for the three strongest points 
in each article thus insuring their being 
carefully read. 


COLLINS AFFAIRS DIFFICULT 





Complications Beset Receivers in Un- 
tangling Situation in Famous Invest- 
ment Company of Oklahoma City 





A circular explaining the condition of 
the F. B. Collins Investment Company 
has been sent out by the receivers. 
There has been much delay since be- 
sides the receivership in the state court 
the petition in bankruptcy had also been 
filed under the feleral law. Refusal of 
the petition in bankruptcy in November 
cleared the way ior action by the re- 
ceivers. 

The bulk of unsecured creditors, state 
the receivers, are parties involved in 
loans which had not been paid out on; 
parties to collection which had not been 
remitted; parties holding protested 
checks; unpaid salaries and commis- 
sions. Appraisal now being made will 
be completed shortly and when ap- 
proved by the court, sale of the prop- 
erty will be begun in order to pay 
creditors. 

The large volume of business and the 
large territory covered by the operations 
of the Collins Investment Company 
necessitate an enormous amount of 
work to conserve all of the interests 
involved. It involves loans where there 
are notes and coupons sold and pledged 
to many different parties with a small 
interest retained; interest reserved un- 
der the mortgages and interest guaran- 
teed under other mortgages; it involves 
many elements of trust under trust 
bond issues, debenture bond issues, 
holding of mortgages where part of the 
notes are sold or pledged; it involves 
the handling of 167 farms complicated 
with first mortgages as well as out- 
Standing second mortgage notes which 
had not been taken up when foreclosure 
was had; and it involves 120 farms that 
are still under foreclosure in several dif- 
ferent states. 











Excellent Agency 
Opportunities 
Now Open 


| 
Ponca City, Okla. | 
Terre Haute, Ind. 
Everett, Wash. | 
Eugene, Oregon 
Battle Creek, Mich. 
Fremont, Neb. 
Mason City, Iowa | 
Cincinnati, Ohio 
Jefferson City, Wis. 
Morristown, Tenn. 
Wilmington, N. C. 
New Castle, Pa. 
Madison, Wis. | nk uP) U 
Santa Barbara, Calif. 
Pueblo, Colorado | 
Elkins, West Virginia 
New Brunswick, N. J. | 
Galesburg, Ill. 
Dayton, Ohio 


Newt Newmaxe | Lincoln National Life 
| Insurance Company 


**Its Name Indicates Its Character”’ 


Lincoln Life Building 


Waco, Texas 


Tucson, Arizona 





H, E. Worrell, secretary of the Omaha 
Life, has gone to Cheyenne, Wryo., Den- 
ver, Colo., and Albuquerque, N. M., in the 
interests of his company, 





But just the same, 
helper now and then can benefit 
the best of men.” 
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When Help Counts Most 


Not all the help in all the land, 
Nor all the proffered pelf, 

Can help a fellow to succeed 

If he won’t help himself. 


Help to agents is a hobby 
with The Lincoln National Life 
Insurance Company. 
assistance possible in getting the 
business and serving policyholders 
is eagerly extended. 

Because of the Lincoln Na- 
tional Life ambition to help, 
it pays to 





PY Swirw THE ( 


Fort Wayne, Ind. 


Now More Than $295,000,000 in Force 
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To Men Who Will Recognize 
an Opportunity: 


E are offering excellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. Communicate 
directly with 


The Ohio National Life Insurance Company 
The Company With A Big Sarplus 
CINCINNATI, OHIO 








“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








To the Man Who Is Willing—and WILL 


Wo can gupenad be oy canal egpetanitiee fer 
money-making creating a competence 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS hppa IN 1922 


Most of the nN ae a claimants to whom we indemnity of $1,514,- 
924.33 for loss of ti fasten or tines ere wll adding reeulaly ¢ 4 
their life insurance. gp ty drafts are delivered by our own sa 

to avail himself of a cordial introduction to the claimant's friends, ate 
provide the claimant himself with the additional life protection he he intends 


to take a 

eneve goed men to help deliver the 97,000 claim m drafts we 
will wwe. during 192: 1923. If you want to make MORE MONEY a letter with 
satiefactory references will bring you full ae. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Presiden KANSAS CITY, MISSOURI 











1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets nsurance in Force 
Ss | = sb aes whee $12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922......... os.eseate 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address: : Des Moines 











Vag . Acacia Mutual Life Association 
/e mie \\ Formerly the Masonic Mutual Life Association of the Distriet of Columbia 
vA \ Insurance in Force, over $140,000,000.00 Assets over $8,000,000.00 


4 4G 
‘A 
<* | We issue all Standard Forms of Old Line al Reserve Policies at Net 


\ com - t to Master Masons Only. 
A\AS9 06 IATION 







j 
. To Agents who are Master Masons in good standing we offer: 
Liberal First Year Commissions. Continuous Renewals, thus insuring an 


ee Ny income for life to permanent Acacia Agents. Real Home Office Cooperation. 
SON WE WILLIAM MONTGOMERY, President 
a0" Homer Building Washington, D. C. 























LIFE AGENCY CHANGES | | 
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REDINGTON JOINS FIDELITY 





Chicago General Agent Provident Mu- 
tual Becomes Manager, Succeeding 
W. J. Arnette 





T. T. Redington, a member of the 
firm of Herrick & Redington, Chicago 
general agents for the Provident Mutual 
Life, has been appointed Chicago man- 
ager for the Fidelity Mutual Life, effec- 
tive Feb. 1. Mr. Redington is one of 
the younger general agents in Chicago, 
but has made an excellent record with 
the Provident Mutual, with which com- 
pany he has spent his entire insurance 
career. He has been in the business 
since 1907. Mr, Redington was born 
in 1885 in Evanston, Ill, and after 
graduating from Dartmouth College in 
1907, went directly into the life insur- 
ance business in the Chicago office of 
the Provident Life and Trust. Two 
years later he deviated from the path, 
going into the advertising business for 
eight years. In 1916 he returned to the 
Provident Life & Trust as special agent 
and in 1921 was appointed general agent 
for the company, together with Mr. 
Herrick, which post he has held up to 
the present time. Mr. Redington is a 
son of Major E, D. Redington, one of 
the veteran life underwriters in Chi- 
cago, who has been carrying a rate 
book for 36 years with the Provident 
Life & Trust. C. A. Scholl, assistant 
manager of agencies of the Fidelity 
Mutual, has been handling the work in 
the Chicago office, since the resignation 
of W. J. Arnette, who went with the 
Volunteer State Life as vice-president. 
The Provident Mutual Life announces 
that George M. Herrick will continue as 
Chicago general agent for the company. 


Roy H. Jenkins 


Roy H. Jenkins has been appointed 
district agency manager of the ordinary 
department of the Independent Life of 
Nashville, with headquarters at Knox- 
ville, Tenn. Mr. Jenkins will have 
charge of the east Tennessee district for 
the ordinary life department. 

Mr. Jenkins is well experienced in 
life insurance, having been for three 
years special agent for the Jefferson 
Standard Life at Knoxville. 


U. S. Garrett 


A district agency of the ordinary 
department has been opened at Chatta- 
nooga, Tenn., by the Independent Life 
of Nashville. This office will be in 
charge of U. S. Garrett, as district 
agency manager, assisted by his son, 
J. D. Garrett, as special agent. The ter- 
ritory is composed of all the counties in 
the third congressional district of Ten- 
nessee and 11 counties in north 
Alabama. 











E. L. Cotting 
E. G. Simmons, vice president and 


Orleans, announces the 
appointment of E. L. Cotting as general 
agent at 3irmingham, Ala., under the 
corporate title of the E,. L. Cotting 
Agency Company. Associated with Mr. 
Cotting is a strong organization of men 
who are prominent in business, church 
and social circles in Birmingham. This 
agency will handle the northern half of 
Alabama, 


Life of New 





W. Paul Jones 


W. Paul Jones, for ten vears agent for 
the State Mutual Life, has been appointed 
general agent at Kansas City for the 
Security Mutual of New York. He has 
offices at 201 Grand Avenue Temple. 





Otto Faul and Joe Boehmer 


Otto Faul of Aberdeen, S. D., and 
Joe Boehmer of Redfield have been ap- 
pointed general agents for the New 
York Life for northern South Dakota, 








with headquarters at Aberdeen. Mr. 
Faul has an excellent record as a pro- 
ducer for the company, standing third 
among its agents for November and 
December. 





H. W. Albright 


Charles C. DeRouville, general agent 
of the Penn Mutual at Albany, N. Y., 
since 1905, has resigned to give his en- 
tire time to the larger lines of life in- 
surance which present-day conditions 
have made possible. His connection 
with the Albany agency will continue. 

Mr. DeRouville is succeeded by 
Harry W. Albright, for the last 13 
years with the Mutual Life’s agency in 
Albany. Mr. Albright has for a long 
time been a successful personal pro- 
ducer, so successful that in a recent 
year he was the youngest member of 
the Mutual’s Quarter Million Dollar 
Club. He is prominent in life under- 
writing circles in Albany, having been a 
member of the executive committee of 
the Capitol District Life Underwriters 
Association, and has also served as its 
secretary. He was born in Albany and 
knows the territory thoroughly. 


W. R. Craycroft 


The appointment of William R. Cray- 
croft as general agent for the Dallas, 
Tex., district, has been announced by 
Edwin Starkey, vice-president of the 
Mid-Continent Life of Oklahoma City. 
Mr. Craycroft will establish headquar- 
ters in Dallas and begin operations Feb. 
1. His territory will include 20 coun- 
ties in northern Texas. 








L. V. Davenport 


L. V. Davenport has been appointed 
regional sales manager of the Bank- 
ers Life of Iowa, including Michigan, 
Wisconsin, Iowa, Minnesota, North and 
South Dakota and eastern Nebraska. 
He has served as a salesman of the 
company in western New York and 
for a number of years has been a large 
personal producer. 


A. B. Curtis 


A. B. Curtis, for several years man- 
ager of the Birmingham, Ala., office of 
the Guardian Life, has resigned to de- 
vote his time to personal affairs. 








Ohio National Appointments 


J. W. Mitholland of London, O., has 
assumed management of the central 
Ohio territory of the Ohio National 
Life. There are eight counties in the 
territory. Mr. Milholland will be aided 
by Charles H. Minshall in Columbus, E. 
A. Badger in Washington, C. H., and 


|S. C. Baer in London. 


B. F. Myers 
B. F. Myers, Houston, Tex., has been 


appointed superintendent southwestern 


| department of the Old Line Life of Mil- 


| > - art 2 
general manager of the Pan-American | waukee with headquarters at Houston. 


Mr. Myers is an experienced life under- 
writer, and was at one time superinten- 
dent of agents of a Texas company. 





Texarkana Agency Change 
Leslie Anderson of Anderson & Watts, 
Texarkana, Tex., has purchased Mr. Watts’ 
interest. He will operate under the firm 


name, however. Mr. Watts is now con- 
nected with the Aetna Life at Texarkana. 

L. E. Ogden is now associated with Mr. 
Anderson as special agent for the Reserve 


Loan Life In addition to representing 





fire and casualty companies, Mr. Anderson 
is general agent for the Reserve Loan 
Life. 
E. P. Rose 
E. P. Rose of Fairview, IT1l., is going 
to Canton, Ill, to become connected with 
Seaton & Fitzgerald, district managers 


of the Equitable Life of New York. 
Life Agency Notes 
FE. S. Shannon, agency director of the 
ordinary department of the Independent 
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Life, announces the apport th) ASS 
Charles A. Perry as special agent at 
| 
| 








Nashville. 

M. W. Kelso. district superintendent | 
for the Equitable Life at Beatrice, Neb., 
for the past six years, has been 'trans- | 
ferred to North Platte, Neb., as super- 





intendent of the western Nebraska dis- 
trict. 
The general agency offices of Atwood & 





| 

| 

Colby, representing the Provident Mu- 

tual Life. have been removed from) | 

Springfield to Decatur, Ill., with head- | 

quarter at 514-516 Millikin building. | | 
Fred M. Walker will conduct the district 

agency office in Springfield; Charles A. 

Atwood maintains the Champaign office | 

| 

| 

| 

| 

| 





























and Merle Colby is in charge of the De- | 


catur office. 1] 





NEWS FROM THE EAST 
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HELD ANNUAL AGENCY RALLY | || vi 
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Midland Mutual Life Agents Met at) | 
Columbus for Three Day Session— 
Announce New Dividends 











The Midland Mutual Life held its} || 
annual agency convention at Columbus, | 
Jan. 22-24. The convention was at- 
tended by 125 representatives from Ohio, | LL O] S 
Pennsylvania, West Virginia, Indiana 
and Michigan. The agents brought in 
$375,000 ot completed business, making 
Jan. 23 the largest day in the company’s 
history and making the record for Janu- 
ary 100 percent more than January, 1923. 

Announcement was made of an in- 
crease in dividends of 10 percent pay- 
able on premium falling due after July 1, 
1924 to June 30, 1925; also an equaliza- 
tion dividend amounting to more than 
16 percent of the regular annual divi- 
dend. 

On the first day the general agents 
were addressed by John M. Holcombe, 
Jr., director of the Life Insurance Sales 
Research Bureau of New York, on the 
subject “How to Organize a General 
Agency.” On Wednesday two sessions 
were held. The morning session was 
addressed by W. T. Trump of Dayton, 
H. O. Tice of Columbus, C. A. Norton | || 
of Cincinnati, and E. O. Mowrer of 
Akron. The afternoon session was ad- 
dressed by P. R. Marshall of Lima and 


ey Rg RES What we have done for many 
ject was “he Human Side of Business ad f 
salesel x hee caeade ete we can ao JOY you 


agents entered this a The first] |} 






FRANKFORT 


INDIANSA 
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prize was won by W. Trump of Day- | — ’ ; 

a the, remaining. three prices were | The facilities which we have placed at the disposal 
E.G. Willyoung of the Springfield | } of our agents have not fallen upon unfertile ground. 
£ y ant . >. Noberts D e; | 

Youngstown agency. In the evening a In many instances the have been the means of new 
dinner was held at th Athletic Club 

1 fas eit < Se 4 : “ s | 

sad Be. Reckedll sauin nédvened dhol tl and increased business. We appreciate the splendid 
convention on loyalty to the company | || ” 

Sol peligludiens, The Thurber ome ti co-operation of our agency force in interpreting our 
ing session was called to discuss the case | | desire to be of help in meeting the problems of life 


method and the discussions were led by . | h 
R. A. Buttle of Cleveland and C. E. Ehle| insurance salesmanship. 
of Detroit. This was followed by an| 


address by O. C. Norton of Toledo on | 
“Selling the Midland to Ourselves.” Dr. | || We can do the same for you. We will gladly give 
Harnden, medical director; G. W. Stein- | 
man, secretary; H. B. Arnold, viee-presi-| | you every conceivable form of agency assistance; we 
> and counsel: an yr. . <AGe 
Tickastins tema Galena te eat have to make your agency connection with the 
vention. Peoples Life one of profit and personal gratification. 





J. E. Pierson Is Advanced 


At the annual meeting of the Berk- | | Ohio, Indiana, Illinois and Michigan 
shire Life, Joseph E. Pierson was 


elected assistant treasurer. He _ has | 
been with the company 25 years and ADDRESS 
has been head of the accounting de- 
partment. The new president, Win- 
throp Murray Crane, succeeded his fa- | | PEOPLES LIFE 
ther, the late United States Senator W. | ||| 

Murray C i f 


av Crane, as director of the com- 


pany, Jan. 18, 1921. | INSURANCE COMPANY 


Plan Philadelphia Congress : 
Plans for the Philadelphia Life Insur- Frankfort, Indiana 


Congress will be formulated at a 











conference there Feb. 2. President Fred- j 
erick G. Woodworth of the Philadel-| |}! 
] association has invited the follow- | | 




















ing to attend the meeting: James W. ee st 
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Worthy Traditions 


Mutual Benefit agents are men who have been drawn 
to the Company because of its traditions, its standards 


and ideals. 


For seventy-nine years the idea conveyed 


by the words ‘‘Mutual Benefit’’—the good of all applied 
to the affairs’of each—has been the guiding principle in 
treatment;ofjpolicyholders of this Company. . - . al 





— 


Edgerton, president Trenton associa- 
tion; Charles B. Palmer, president Wil- 
mington association; J. A. Tyson, pres- 
ident Harrisburg association; N. Ber- 
let, chairman of publicity; Sigourney 
Mollor, chairman of progress and speak- 
ers, and J. Renwick Montgomery, sec- 
retary. 





Edwards Gives a Dinner 


Charles Jerome Edwards, manager of 
the Equitable Life of New York in 
3rooklyn gave a dinner to 100 leaders 
in his agency laying plans for $26,500,000 
new business this year. Last year the 
agency paid for $23,000,000. Vice-Presi- 





dent Frank H. Davis was present and 
gave a talk. Agency Supervisor W. 
Fitting urged all agents to chart the 
year month by month as the surest way 
to make the grade. Agency Manager 
Shapro of Oakland, Cal., who was in 
New York was present. Manager E. A. 
Woods of Pittsburgh was also a 
speaker. 





Eastern Notes 


A number of the eastern managers of 
the Guardian Life are meeting in Atlan- 
tic City this week, Vice-President T. 
Louis Hansen being in charge. Superin- 
tendent of Agents George L. Hunt is also 
present from the home office. 








| IN THE MISSISSIPPI VALLEY | 














THE MUTUAL BENEFIT LIFE 


INSURANCE 


COMPANY 


Organized 1845 
Newark, N. J. 











American National Insurance rr? 


OF GALVESTON, TEXAS 


W. L. MOODY, JR, 
President 


ASSETS 
Rea] Estate Owned......... $ 929,947.77 
Mortgage Loans (First Lien). 6,765,840.71 
Collateral Loans 25,000.00 


eeeereesece ’ 





SHEARN MOODY, 
FINANCIAL STATEMENT JUNE 30, 1923 


p rerengy od 
Net Reserve (Ameri 


W. J. SHAW, 


perience 8 & 8% Per a 877,483.00 


Special and Contingent Re- 


Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 





Loans made to Policyholders 

(On This Company's Poli- GOTVED cccccccccccccsecces 222,670.07 

MD. Lipihad cavocebeactine 1,572,897.10 Reserves for Death Losses 
ET viinidchisadcsagsonnne 4,776,810.68 in Process of Adjustment. 152,647.00 
Ce Oh BOR. cccccscccecs 1,881,628.45 Reserve for Taxes, Etc..... 40,740.88 
Certificates of Deposit (De- Unearned Interest and Pre- 

GREP cscccspcocecceccos 80,188.91 SEED cccetncessscooocece 111,298.19 
Interest Due and Accrued... 848,889.07 Miscellaneous Liabilities; .. 1,896.38 
Deferred and  Uncollected Capital Stock. .1,000,000.00 

Premiums (Less Load- Surplus ....... 1,428,529.21 

ge Reese 840,885.88 Assigned Funds 276,780.00 
— from Other Companies. Surplus Security to Policy- 

Baek, TGR. cccccescccse 22,000.00 BED « b6b0c0cessscetce . 2,704,249.91 
Total Assets ccccesccccecs $15,630,428.67 Total Liabilities ....... - -$15,680,488.57 
GAINS MADE DURING SIX MONTHS ENDING JUNE 2, 1923 
Increase in Insurance in Force............+- eoscccescoccoce - + -$18,614,783.00 

Increase in Admitted Assets...........--ssccceccecesecesteees 
Increase in Surplus Security to Policyholders................ 148,425.00 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 
IN FORCE To Policyholders $15,630,428.00 First Six Months 1933 
$200,072,499.00 $2,704,200.00 438.08 














Penn Mutual Progress 
: in 1923 


The largest paid-for new business in our history. 
Improvement of conservation system, with correspondingly 


satisfying results. 


Initiation of instructive and inspiring Regional Conventions. 
New and salable forms of Income contracts. 


New equipment of up-to-date 


advertising literature. 


Three first-class agency magazines each month. 
Close and effective Home Office co-operation. 
A still better Company for capable representatives. 


The Penn 


Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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SPENCE AGENCY’S BIG YEAR 
Paid for $13,000,000 in 1923 and Sets 
1924 Goal at $15,000,000 





The enormous production of life in- 
surance by all companies and agencies 
throughout the country during the year 

1923, was markedly reflected in the re- 
sults obtained by the H. Wibirt Spense 
agency of the Mutual Life of New York 
at Detroit, which has just made public 
its record for the year just closed. Over 
$13,000,000 of paid for life insurance 
was established on the agency’s books. 
It was only six years ago, in 1917, that 
Mr. Spence’s staff produced only $3,000,- 
000 in annually paid for business. A 
total of $20,000,000 was written in 1923 
by the force, numbering about 75 men 
and women agents. $12,000,000 was 
paid for on the annual basis, while over 
$1,000,000 more was added by quarterly 
and semi-annual premiums, the remain- 
der consisting of declined business, 
mostly on account of sub-standard 
risks, which risks, the Mutual Life does 
not asume, The agency maintained its 
slogan throughout the year, that of a 
“Million a Month.” 

At the agency’s weekly meeting last 
week Mr. Spence made known his plans 
for the year 1924, telling of the policy 
of the agency, and touching on such 
topics as quotas, agents, new agents, 
field clubs, meetings, outing, and other 
important details necessary for a suc- 


cessful year. At this meeting the 
agency force, voluntarily placed its 
1924 quota at $15,000,000 of annually 


paid for business as a minimum, 

The women agents of this organiza- 
tion, alone, paid for more than $1,000,- 
000 during the year and expect to 
double this business during the coming 
year, 


LINCOLN LIFE AGENTS MEET 





Sectional Conference of Fieldmen Held 
at Home Office at Fort Wayne 
Last Week 





Sixty agents of the Lincoln National 
Life of Fort Wayne, Ind., gathered from 
the territory of northern Indiana, west- 
ern Ohio and Michigan, took part in the 
three-day sectional meeting held at the 
home office last week. Vice-President 
and Manager of Agencies Walter T. 
Shepard opened the first session with 
an address in which he commended the 
salesmen assembled on their part in 
rolling up $112,000,000 of paid for busi- 
ness in 1923. Superintendent of Agencies 
A. L. Dern was in charge of the educa- 
tional program on Monday afternoon 
He opened his portion of 
the program by an address on the func- 
tions of life insurance, stressing the value 
of an insurance program. Medical Di- 
rector W. E. Thornton and Auditor J. J. 
Klingenberger were also on the program. 

President Arthur F. Hall delivered the 
principal address at the banquet Tues- 
day evening. He told of the great scope 
of the activity of life insurance today 
and of the place it had taken in the busi- 
ness world. He urged Lincoln National 
agents to give care in their selection of 





business and to use every effort to con- 
serve their business because of its dollars 
and cents value to them and its im- 
portance in maintaining the good will of 
the community. Mr. Shepard acted as 
toastmaster for the banquet occasion 
and presented the honor emblems to the 
star producers. 

Rev. Arthur J. Folsom gave an in- 
spirational address on “The Golden Rule 
in Business,” in which he pointed out the 
high calling of the life insurance man 
and urged each agent to set a goal of 
service for himself in 1924, and to strive 
to attain the highest in effective work in 
the new year. Assistant Superintendent 
of Agencies Verlin J. Harrold gave a 
practical sales talk in w hich he stressed 
the importance of finding out the definite 
needs of your prospect and selling ser- 

vice to care for those needs. 





PRESIDENTIAL YEAR BOGEY 





Equitable Life of Iowa Is Sending Res- 
olution to Its General Agents 
on Subject 





The home office of the Equitable Life 
of Iowa is sending in turn to its general 
agents for their signature a handsomely 
illuminated parchment roll which has 
as its title “A New Year’s Resolution 
for 1924”. General agents are expected 
to sign their name under this statement: 

“We, the undersigned, having met bo- 
geys before, are not afraid of the Pres- 
idential Year Bogey and we hereby re- 
solve, jointly and severally, that we will 
not, at any time during 1924, give ‘Pres- 
idential Year’ as an excuse for not get- 
ting more business. We propose this 
year to see the doughnut and not the 
hole”’. 

It is reported that there has been no 
difficulty whatever in securing signa- 
tures thus far. Thus the Equitable of 
Iowa gains immunity from attempts to 
use this time worn alibi on it. 





Peoria Life’s New Paper 


“Tower Flashes” Vol. 1, No. 1, has 
just been issued and is to be published 
monthly by home office employes of the 
Peoria Life. The name was chosen 
from names submitted by those con- 
nected with the company and Miss Ha- 
dank won a $5 gold piece for her sug- 
gestion. Francis J. Bohl, publicity 
manager of the company, is editor and 
will*be associated with Miss Josie Vest, 
Gilbert Delahunty and John Martin, Jr., 
as associate editors. The new paper 
is a handsomely printed 16-page affair 
and is expected to do much for the 
company spirit of Peoria Life folk. 





Show Organization Activity 


The activity in company organization 
in Illinois is shown in the preliminary 
report of the Illinois insurance depart- 
ment on 1923 business. George Hus- 
kinson, assistant superintendent of the 
insurance division in Illinois, reports 
that there are 10 life and 12 casualty 
companies now being organized in Chi- 
cago alone and in the state there are 
27 life and casualty companies now in 
the process of organization, expecting 
to apply for life insurance shortly. 
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Eight of these are mutual and 19 stock 
companies, with a total capitalization 
of $4,800,000. During 1923 two life 
companies ceased operation and the at- 
torney general has charge of the dis- 
solution of another life company. 





OHIO STATE AGENTS IN RALLY | 





Big Conference at Home Office Last 
Week Heard Rockwell and 
Other Speakers 





COLUMBUS, O., Jan. 29.—The Ohio 
State Life held one of the most inter- 
esting agency meetings in its history last 
week, sessions being held at the home 
office here. Luncheons, dinners and a 
theater party provided social features. 
About 100 officials and agents attended 
the three-day sessions. Charles J. Rock- 
well of the Carnegie Institute delivered 
an address on “The Human Element in 
Business.” Many topics of vital interest 


to the company and the agents, such as | 


contests, special drives, policy changes, 
insured savings accounts, advertising, 
rating risks, and big producers were 
discussed. The new accident rider of 
the company was fully explained. Mrs. 
L. S. Colwell of Detroit, manager of 
the woman’s department of the com- 
pany, talked about “Women in Busi- 
ness,” asserting that the establishment 
of a woman’s department in a life in- 


surance company is a necessity. Presi- | 


dent John M. Sarver awarded the 
honors for obtaining the most business 
during the last year. William H. Hecht 
of Celina was elected president of both 
the $100,000 Club and the $200,000 Club. 





Washington University Course 


Washington University at St. Louis 
will reopen its insurance department 
February 6. The course will continue 
for 15 weeks. About 30 prospective 
pupils have already enrolled for the les- 
sons, which use the Carnegie School 
text books. 

It has been announced that the St. 
Louis summer school will not be re- 
opened this year, as Griffin M. Lovelace 
and the New York Univers ity taculty 
will conduct their classes this summer 
at Buffalo, N. Y. St. Louis was sert- 
ously considered for the honor of again 
holding the school in 1924. 





Northwestern’s Building Finished 


The Northwestern National Life of 
Minneapolis expects to move into its 
new home office building in that city 
within a few weeks. This beautiful new 
building, situated on a commanding 
site on Loring Park, has an exterior of 
rare architectural beauty. Combined 
with this, it has been carefully planned 
to house the company’s activities and 
to provide for expansion with the great- 
est degree of practicability and strictest 
economy. The large office area, 22,000 
square feet, allows the most modern 
and flexible office arrangement and 
provides for the employes the best in 
lighting, ventilation and general work- 
ing facilities. It is generally conceded 
that the new building is the last word 
in home office building for the use of 
life companies. 





St. Louis Agency Elects 


The St. Louis agency of the Massa- 
chusetts Mutual Life held its annual 
dinner Saturday, 25 being present. The 
past year was Fe best in the history 
of the office, paid for business being in 
excess of $5,000,000. When Warren C. 
Flynn took charge as general agent in 
1916 the paid-for business was $500,000. 
William H. Van Sickler was elected 
president of the agents association for 
the eastern Missouri territory. 





Peoria Life’s Kansas Meeting 


W. H. Luellen, Kansas state agent 
for the Peoria Life, had his entire field 
force in Topeka Saturday for an inten- 
sive study course in life insurance. 

A. Stamp from the home office as- 


sisted in the work. The speakers at the | 











Paying One Debt and Creating Three 


“The slender debt to Nature’s quickly paid; 
Discharged, perchance, with greater ease than made.”’ 





When a man dies he pays his debt to Nature; but, if he has con- 
siderable estate, by dying he creates at least three new debts. 


This is no figure of speech, but the hardest kind of fact. The three 
new debts which a man creates, by dying, are: 


1. The Federal Estate Tax; 
2. The State Inheritance Tax; 
3. The cost of administering his estate. 





All these debts must be paid in cold cash—the The surest and safest way to provide for 
first two within a time limited by law, and with Post-mortem Debts is to provide : 
severe penalties in case of default or delay. 


The proverb says: **The man who dies pays 


Post-mortem Cash Assets 

: Life Insu Policy, while a man is living, 
all debts,” —but that is now a misleading proverb. is oe aa he dies it becomes cash. For 
Death instantly trebly mergnges — Soe the insured man, death creates assets as well as 
aaea, bes — e + “ge = beiptigengenrcongs debts. Therefore he may say as Calo said when 

ee eee ee ee ere h t lated death and immortality: 
meet. But here are debts which come like a bolt cen y 
from the blue. He has nothing to say about them. ‘‘My bane and antidote are both before 
While he was alive and able to pay they did not oe 
exist. When he dies they come into being and 


become a first lien upon his estate. —— 


Provision for these post-mortem debts is usually 


made—if made at all—by cash or liquid securities, ‘Wilt thou seal up the avenues of ill? 
which are themselves a part of his estate and Pay every debt as if God wrote the bill.”’ 
taxable. As these debts must be paid in cash and 

speedily, even liquid securities may have to be Death will write the bill; see to it that Death 
sacrificed on a falling market. also provides for its payment. 





For further details as to what these three debts would amount to in your 
State and in your case, and therefore what cash your administrator will 
need, consult an agent of the New York Life Insurance Company. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 





P. S.—If you don’t expect to leave a taxable estate, remember that a good life insurance policy CAN CREATE AS 
WELL AS PROTECT AN ESTATE. Life Insurance, payable to named beneficiaries, up to $40,000, is not 
taxable by the Federal Government nor by any State—except one or two, If your chief asset is your 
productive capacity (which death wipes out) life insurance is more important to you than to the rich man. 




















SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 
INSURANCE IN FORCE, JUNE 30,1923. : . , $45,500,000 
ADMITTED ASSETS : : ; 5,137,208 
SURPLUS PROTECTION TO POLICY HOLDERS : ; 422,185 


PAID TO POLICYHOLDERS SINCE ORGANIZATION ; 4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
Address: 


S. W. Goss, Vice-President. 
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DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 


























New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 

















The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 








THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies On! 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 














agency meeting were all Peoria Life 
men. The Peoria Life delegation at- 
tended the regular meeting of the To- 
peka Life Underwriters at noon. 


MODERN LIFE GROWS RAPIDLY 
Annual Report Shows Big Gains— 
Capital Is Now Being Doubled 
to $200,000 





At the annual meeting of the Modern 


Life of St. Paul held Tuesday of this | 


week, stockholders were shown an an- 
nual statement for 1923 with $8,325,000 
insurance in force, a gain during the 
year of $4,085,000. Assets are now 
$313,503, a gain of $139,079 and surplus 
$51,402, also a gain. The company 


commenced business Oct. 10, 1921, with | 


a capital of $100,000 and a contributed 
surplus of $25,000 and is considered to 
have made excellent progress in a few 
years. A dividend of 7 per cent has 
been declared to stockholders. Addi- 
tional capital stock of $100,000, author- 
ized by its charter, will now be offered 
to policyholders, under an option in 
their contract, on February 1. This op- 
tion is open to policyholders for sixty 
days only and any of the new stock not 


| thus sold will be offered to present 
| stockholders. : ; 
Joseph A. A. Burnquist, formerly in- 
| surance commissioner of insurance of 
| Minnesota, is president, and Major Ja- 
| son L. Lewis, also connected with the 
department, is secretary and assistant 
treasurer. 


Mississippi Valley Notes 


The Mid-West Life of Lincoln, Neb., 
has made some extensive alterations in 
its quarters and materially increased 
the floor space, 

President J. H. McNamara and Secre- 
tary William P. Kent of the North 
| American Life of Chicago have gone to 
Florida for the winter. 

District Manager Anthony Olinger of 
| the Old Line Life has been elected presi- 
dent of the Waukesha, Wis., County Life 
Underwriters’ Association. 

Frederick H. Kreismann, prominent St. 
Louis local agent and also president of 
the St. Louis Mutual Life, is confined to 
St. Luke’s Hospital in that city. 

Mrs. James A. Maddox, wife of James 
A. Maddox, Columbus, O., representative 
of the Missouri Life, was operated on in 
Savannah, Ga., a few days ago, as a re- 
sult of injuries she received in a fall. 

Rupert F. Fry, president of the Qld 
Line Life of Milwaukee is spending sev- 
eral weeks in Oklahoma and neighbor- 
ing states, conferring with agents of the 
company. Mr. Fry is expected to return 





to the home office in February. 











IN THE SOUTH AND SOUTHWEST 











PROVIDENT SHOWS INCREASE 


Chattanooga Company Reports Gain in 
Premium Increase in 1923 


of $843,000 


CHATTANOOGA, TENN., Jan. 29. 
—Announcement was made at _ the 
annual meeting of the Provident Life 
& Accident last week that the company 
had enjoyed a premium increase of $843- 
000 during the past year, bringing the 
total to $2,540,000, and an eftort will 
be made to realize another increase of 
one-third during the year 1924 to bring 
the annual premium total to approxi- 
mately $3,225,000. 

The erection of the new 13-story 
Provident building is being accomplished 
without depletion of existing invest- 
ments, and an increase in stocks, bonds 
and mortgages held as investments was 
reported. The hope was expressed that 
the new building will be completed by 
June 1, 

The increase in net admitted assets 
was $443,878, increased reserves to 
policyholders being $357,587, while sur- 
plus over dividends and charges was 
$84,000 larger than for 1922. 

The old officers and directors were 
re-elected. Since the organization of 
the Provident 37 years ago by Thomas 
Miclellan, father of the present presi- 
dent, the company has’ expanded 
througout 20 states. 








New Memphis Life Company 


The second Tennessee insurance com- 
pany to be licensed during the adminis- 
tration of Commissioner Caldwell is the 
Cosmopolitan Life, 418 Madison ave- 
nue building, Memphis, Tenn., with a 
capital of $100,000 and surplus of $66,- 
328.88, 

The officers are H. W. Durham, pres- 
ident; R. E, Manogue, secretary; and 
M. G. Mailey, treasurer. John A. Cope- 
land is actuary for the new company, 
which purchased the stock of the Cotton 
. “fs . a o- 
States Life of Memphis. 

The other company licensed several 





proof sheets. 


Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales contest. Send for 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 


months ago, also at Memphis, was the 
Universal Life, with capital of $100,000. 


Oklahoma City Y. M. C. A. School 


The Oklahoma City Y. M. C. A. 
school of insurance salesmanship 
opened Monday night with an enroll- 
ment of 20 students. The classes are 
conducted under the direction of C. L. 
Sykes, general agent of the Mutual 
Benefit Life for Oklahoma. They are 
held every Monday and Friday nights. 
A tuition of $35 is charged for a course 
of 12 weeks. The school has been offi- 
cially endorsed by the Oklahoma Life 
Underwriters’ association. 


Life of Virginia Convention 


The $100,000 Club of the Life Insur- 
ance Company of Virginia will meet 
at Jacksonville, Fla., Feb. 6-9. Upward 
of 60 agents who have qualified are ex- 
pected to be in attendance. T. B. Jones 
of Newport News was the leading pro- 
ducer among contestants for club mem- 
bership during the past year, topping 
the list with paid business of nearly 
half a million. Home office officials 
who plan to attend the convention are 
W. L. T. Rogerson, vice-president; Ed- 
ward D. Harris, assistant vice-presi- 
dent; John S. Davenport, actuary; 
Frank E. Hall, superintendent of ordi- 
nary agencies; E. A. Crawford and R. 
B. Pegram, supervisors. 








Added Recognition for Welty 


Additional honors come to C. W. 
Welty of the Lamar Life of Jackson. 
Miss., recently when stockholders of 
the First National Bank of that city 
elected him to the directorate. Mr. 
Welty went to the Lamar a number of 
vears ago. He served as secretary un- 
til 1917, when he was made vice-presi- 
dent. Upon the retirement of W. Q. 
Cole from the presidency of the com- 
pany in 1920, he was given the addi- 
tional title of general manager. The 
active supervision of the company has 
devolved upon him since then, and its 
continuously steady growth testifies to 
his capabilities as a business man. Mr. 














Welty has always been very popular 
‘pen the Lamar’s agents. 


Southland Life Convention 


More than 200 agents from all sec- 
tions of Texas state attended the annual 
convention of the Southland Life at Dal- 
W. B. Burruss of Kansas City met 


i las. 





with the agents and delivered some in- 
spirational addresses. 

The goal set by the company for the 
year is $100,000,000. To do that the 
agents must write $35,000,000 worth of 
business this year. They said they 
would do it and have millions to srare. 
The company has promised a trip to 
Cuba, San Francisco or some other de- 
sirable point with all expenses paid for 
agents who write a certain amount of 
business during the year. 

A. C. Bayless of Houston was 
awarded the certificate of merit for last 
year’s business. He sold $1,250,000 of 
life insurance for the company in 1923 
and is out to make it $1,500,000 in 1924. 


New Tennessee Department Actuary 


The Tennessee insurance department, 
of which A. S. Caldwell is commissioner, 





Situation Wanted 


as assistant actuary by college grad- 
uate with actuarial training and ex- 
perience. Best of references. Address 
H-18, care The National Underwriter. 








Cc Pp y ger 
A new life company organizing in Illinois wants a 
man who is capable of building up an agency force 
and managing the company. Salary and position 
on the Board of Directors for the right man with 
the opportunity of becoming president if results 
are satisfactory. In replying give complete details 
of your experience and salary expected. Address 
H-27, care The National Underwriter. 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A fewagency openings for the right men 
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—and, if you can qualify, it will be 
the biggest step forward in your 
entire career. 


We want you to take charge of our 
general agency at Peoria, Illinois; 
to cash in on the immense oppor- 
tunity which this rapidly growing, 
prosperous city presents. It will 
take a big man to swing it. 

You must be a producer with a real record; an or- 
ganizer of men and a good mixer. Your social 
position must be high, your accumulated assets 
at least $25.000 and your earning capacity from 
$12,000 to $25,000 per year. 

If you can meet these requirements, you 
get this unusual opportunity and our 
whole-hearted co-operation. You will re- 
ceive a contract direct with the home 
office, a liberal first year commission, a 
renewal commission, a collection fee, an 
office allowance and a_ business-develop- 
ment allowance. 

This, with one of the dominant old line 
life insurance companies, whose ratio of 
assets to liabilities is greater than that of 
any other large company in the same field, 
and whose percentage of rejections is one of 
the lowest. 

Write us today; see if you can qualify. 
Address H-14, c/o this paper. 

NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 

















week is the cost of The 
National Underwriter ty 
annual subscription. 
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the services of James H. 
Washburn of New York, as actuary, 
effective Feb. 1. Appropriation was made 
by the last legislature for obtaining a 
department actuary. 


has engaged 





Oklahoma Sales Congress 


The fifth annual sales congress is 
scheduled by the Oklahoma Life Un- 
derwriters’ Association for Friday, Feb. 
1, at the Huckins Hotel, Oklahoma City. 
W. E. Bilheimer of St. Louis will be 
me of the most important speakers. He 
vill speak on “Suggestions for Closing.” 
\mong eakers will be W. C. 
Kraus, of the Reliance Life; Lee White, 
Mutual Life; C. L. Sykes, Mutual Ben- 
efit Life; George Lackey, Massachusetts 
Mutual, vice-president of the national 
ganization; C. C. Day, Pacific Mutual, 
president of the state organization, and 
E. S. Albritton, Minnesota Mutual, Dal- 
as, Tex. Jesse G. Read, the new insur- 
nce commissioner, will make his initial 
address before Oklahoma insurance men | 
assuming his new office, at the 
morning session. 





other sj 


since 





Southern Life & Health Conference 


The Southern Life & Health of Bir- 
mingham held a conference last week of 
ill superintendents fron Louisiana 
Florida and Alabama The various sup- 
erintendents who have charges if the 
company’s 200 field workers attended. 
W. P. Townsend, superintendent at De- 
Land, Fla, the central Florida territory, 
was shown bythe records to be the lead- 
ing superintendent of the company for 
the year. | 

A dinner was given in honor of the 
superintendents and their wives by Mr. 
and Mrs. C. P. Orr, W. R. Lathrop, A. L. 
Kidd and P. P. Pepper, the company offi- 
cers. C. P. Orr is president of the com- 
pany, which enjoyed a greatly increased 
business during 1923. 


Examine National Life & Accident 


The insurance departments of Tennes- 





see, Missouri and Texas will begin a 
convention examination of the National 
Life & Accident, Feb. 4, A. S. Caldwell, 


insurance commissioner for Tennessee 


announces. 


Interstate L. & A. Increase 


An increase of 30 percent in the busi- | 
ness of the Interstate Life & Accident of 
Chattanooga, Tenn., for 1923 was dis- 
closed in the report of Dr. Joseph W 
Johnson, president and manager, at its 


. “ | 
annual meeting. Satisfactory and sub- 
stantial additions to the company’s as- 
sets were recorded, as well as large | 


increases in the volume of business writ- 
ten, according to the report. 

Statistics show that the Interstate Life 
& Accident now ranks fifth in size among 
the companies of the United States writ- 
ing industrial life, health and accident 
business. 


Women’s Department Successful 

Considerable success has been 
achieved by the women’s department of 
the Milwaukee agency of the Mutual 
Life of New York, which was organ- 
ized in October. 1923, by Bruce Whit- 
ney, agency manager, with Lorraine L. 
Ferrer as superintendent. Although it 
has been in existence less than four 
months, the department has already 
justified its establishment, according to 
Mr. Whitney. The department now 
employs 10 women agents. The chief 
function of the department, according 
to Mr. Whitney, is to facilitate the solv- 
ing of insurance problems for women, 
response so far has been most 
gratifving. While women are catered 
to mainly by the members of the de- 
partment, there are no_ restrictions 
along that line and many policies are 


being sold to men 


d the 


Date for 1925 Meeting 

Frank M. Ch 
casualty manager of the Travelers, who 
is president of the 


Federation, is chairman of the 


indler of Indianapolis, 


Indiana Insurance 


a! 
general 


committee of “Indiana Insurance Day” 
and has announced the date for the 
1925 celebration, it being Jan. 19-21. 
So successful was the program of this 
\ r that the committee decided to 

a three day proposition next 


LIFE INSURANCE EDITION 
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PACIFIC COAST AND MOUNTAIN FIELD 








COMMUNITY LAWS DISCUSSED 


Importance to Life Insurance Told by 
Attorney in Talk to Northern 
California Association 


The importance of the community 
property law to life insurance was out- 
lined by F. Eldred Boland, San Fran- 


cisco representative of the Association 
of Life Presidents, in a talk before last 
week's of the Northern Califor- 
nia Association of Life Underwriters. 
Mr. Boland advised every underwriter 
to fully acquaint himself with this Cali- 
fornia law ,which, he said, had an im- 
portant bearing on all life policies 
written in the state. 

The most important factor in the law 
is in relation to the beneficiary. While 
the husband has full control of all com- 
munity property during His life the sit- 
uation is changed upon his death and 
where a husband insures himself in favor 
of his mother or sister or any person 
other than the wife, and pays the pre- 
mium out of community earnings his | 
wife can claim and receive one-half of 


session 





AMERICAN 
CENTRAL 





unless the wife has given 
writing to the naming of 
10ther beneficiary. “Suppose the hus- 
takes out a policy before he mar- 
said Boland, “and has paid sev- 


the proceeds, 
her consent in 





premiums. If, after marriage, he 
continues to pay the premiums on this 
policy out of his earnings, his wite 
would have the same interest in the 
policy, but whether she would take in 
proportion to the amount of premiums 


community earnings or 
would be entitled to get 
the money something I do not 
know, because the law simply says that, 
annot give it 

however, obligate a pol- 
nsurance to the bank as 

security for his loan because he is not 
giving it away but is getting value re- 
and since he controls community 
life he does not need 


paid out of 
back is 


roperty, he ca 


uring his | 

nt of the wife. 

In order to protect the 
| sibility ot 


companies 
being com- 


nad 
ind 





twice Mr. Bol 
presentatives are now 
} 


sai! t t lewal re t 
seeking a decision by a court which 
would make it incumbent upon the wife 


to come in and make a claim; other- 





LIFE 


; wise, he said, as in some cases already 
noted, claims can be made after settle- 
ment of a case by a woman claiming to 
be the decedent’s wife. 





Portland Wins Contest Honors 


As a result of the splendid showing 
made by the Portland branch of the 
Northern Life in a two months’ compe- 
tition with other agencies for new 
business, the entire staff was given a 
complimentary trip to Seattle and enter- 
tained at a banquet and theatre by the 
home office in Seattle at invitation of 
President D. B. Morgan. 


Claim Seattle Case Suicide 


A bitter legal fight involving payment 


of $155,000 in insurance will take place 
in Seattle, Wash., because of the death 
of Dr. Albert F. Mattice on Thanksgiving 
day last Dr. Mattice’s father and his 


beneficiaries under three insur- 
ance policies, through attorneys 
assert he accidentally himself 
j}either while toying with a pistol or by 


financee 
their 
shot 


dropping i The New York Life, which 
must pay $125,000, and the Maryland Cas- 
ty which must pay $30,000 if the 
R f the beneficiaries are upheld, 
ssert that Dr Mattice committed 
suicide 
Of the life policies at issue one is for 
$50 carrying double indemnity in 
is f ecidental death and one for 
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LOS ANGELES 
‘“‘The City of Opportunities’’ 


Home of a million people. Each year brings over 100,000 more. Richest peeple 
in the world—per capita wealth $2,974; they invest their money as many breken 
sales records show. 


BANK CLEARINGS . 
BUILDING PERMITS ... 
POPULATION 
The first city in population on the Pacific Coast. 

The ninth city in industry in the United States. 

Leads the world in ber of A biles per capita. 


aviary 


1922 
$5,152,311,839 
121,206,787 
1,000,000 


1918 
cece eee ees cesses «$1,547,085,051 
8,678,862 

400,000 
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The richest country in value of farm crops in America. 

The greatest lumber import port and the greatest oil export port in the United States. 
The richest country in value of farm crops in America. 

Logically located for South American, Oriental and Latin-American Trade. 


ate 


An ideal climate—both Summer and Winter. 
During the past year 1,500,000 people have visited Los Angeles. 
Come to Los Angeles to Live! 


Live here and enjoy the bountiful riches of Nature and work in an environment 
that is conducive to spirited selling activity—where, “things are humming” and 
progress made before your eyes. 


Join the Home Office Agency of the oldest and largest life insurance company on 
the Pacific Coast. The new Multiple Protection Policy that “pays S-ways” is an 
“easy seller.” During October this agency wrote in eight counties over $7,000,000 
of new insurance. 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 


Trevi 


Assets $73,856,818.48 
JOHN NEWTON RUSSBLL, Manager 





ay. 2 ae ¥ C1 ©) VA 1.1 | oe et = 1 @)) | 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


Si4aeeal LATEST POLICIES AND AGENCY CONTRACT AMEE 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 











WELCOME! 
That’s The Greeting We Get 


Like a welcome lull in the storm The Medical Life agency 
proposition has claimed attention and received endorsement. 
Agents welcome this company because it broadens their 
field and makes income possibilities greater. 
The reason is simple. Our agents are doubly armed, ready 
for all risks, and able to write insurance for the whole fam- 
ily. They write Standard and Sub-Standard and Child’s En- 
dowment insurance. 
The Company's liberal attitude toward impaired risks makes 
it possible for them to render 100% service to their clients. 
Our Child’s Endowment Policy has received enthusiastic en- 
dorsement. It is a real agency money-maker. Then, too, the 
Medical Life’s rates for men and women are the same. 
The one best way to save time is to capitalize more fully 
upon your opportunities to sell. The Medical Life Agency offers 
you this opportunity. Write today. 

Write for our agency plan 
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ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO It!OWA 


1. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


Lid 


E. E. BROWN 


Agency Supervisor 
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COMPANY NOW REORGANIZED 


Washington Life & Accident of Chicago 
Goes on Stock Legal Reserve 
Basis and Extends Territory 


The Washington Life & Accident of 
Chicago has reorganized and has been 
chartered by the Illinois insurance de- 
partment on a legal reserve basis with 
$200,000 capital. G. R. Kendall has been 
elected president of the new company. 
The Washington Life & Accident has 


.been operating on an assessment plan, 


writing industrial, health and accident 
and life insurance. No change will be 


made in the policy offered by the com- 


pany on the rates, but the form of organ- 
ization will be changed to a stock legal 
reserve company. 

Kendall Heads Company 


G. R. Kendall, the president of the new 


company, has been secretary of the old 


company since its organization and has 
been in active charge of the company. 
J. C. Vogt, the president of the old com- 
pany, has not been actively connected 
with the activities of the company and 
now retires from the official position, 
though he remains on the directorate. 
C. B. Crawford, formerly vice-president, 
remains vice-president and supervisor 
of agencies. Henry R. Kendall of Louis- 
ville, Ky., is vice-president of the new 
company. Curtis P. Kendall becomes 
secretary. The reorganization of the 
company enables it to launch out into 
new territory and greatly extend its 
activities. The company has been oper- 
ating in Illinois and Michigan only and 
has been writing $500,000 in annual dues. 
It has now applied for entrance into 
Missouri and Ohio and will extend its 
activities still further in the future. The 
resources of the company are over 


‘$250,000. On the legal reserve basis the 


company can write its folicies for 
larger amounts, the old form of organ- 
ization having limited it to $100 funeral 
benefits. Policies for regular amounts 
can now be issued. 





Legal Directory Now Out 


The International Claim Association is 


now distributing the “International 
Claim Association Directory of Insur- 
ance Lawyers”, which has just come 


from the press, published for the asso- 
ciation by the Hooper-Holmes Bureau. 
It is a directory of attorneys who have 
specialized in handling insurance claims 
and adjustments containing names of 
4,000 approved or selected attorneys 
whose services have been used by the 
130 members of the association and 
whose names have been submitted by 
these companies as competent attorneys. 
The book has been in preparation for 
over a year and the compilation has been 
in the hands of Robert R. Harrold, 
general claim representative of the Paci- 
fic Mutual and president of the Inter- 
national Claim Association, who has also 
headed the committee on publication of 
this book. The book will be a valuable 
aid to claim departments, furnishing a 
list of approved attorneys in all sec- 
tions of the country, being of special 
value to the smaller companies whose 
claim and legal departments do not per- 
mit of extensive organization. 


Kokomo L. & A. Elects 


Hummel was elected presi- 
Kokomo Life & Accident of 


Charles L. 
dent of the 


Kokomo, Ind., at its annual meeting. 
Other officers elected were as follows: 
Hal C. Phelps, Peru, first vice-president 


and general counsel; W. W. Dimock, sec- 
ond vice-president; John Duret, treas- 
urer; Harry Broadlick, assistant treas- 
urer; W. E. Weller, secretary and general 
manager; Dr. L. D. Robertson, medical 
director. All the officers were elected to 
the board of directors and in addition to 
these L. H. Scott of Peru and George L. 








Bonham of Kokomo were added to the 
board and L. C. Gifford was re-elected. 

The Kokomo Life & Accident was es- 
tablished last June, having been moved 
from Seymour, Ind., where it had func- 
tioned for several years as the American 
Mutual Life. 


Home Assurance Writing Life 


The Assurance of South Bend, 
Ind., which has been writing accident 
and health only, has started to issue 
industrial life policies for $100, $200, 
$300, $400 and $500; whole life and 20- 
payment policies, with premiums pay- 
able monthly, quarterly, semi-annually 
or annually. The rates are based upon 
the American 3% percent experience 
table. 

It will give paid-up and extended in- 
surance values upon the same basis as 
old line legal reserve companies and its 
reserves will be upon the same basis. 

The company is also selling whole 
life and 20-payment policies upon the 
same basis from $1,000 to $5,000. In 
order to be on the safe side, it will re- 
insure everything over $1,000. R. R. 
Koch, well known in the accident and 
health field, is president of the company. 


Home 


Missouri State’s Accident Contest 


The Missouri State Life has launched 
a six weeks’ accident contest, Jan. 15 to 
Feb. 26, with a grand prize of $250 for 
the manager or general agent whose 
office writes and pays for the largest 
volume of business for the contest pe- 
riod. The new producer who turns in 
the largest volume of paid-for accident 
will be awarded $100 and the largest 
number of paid applications carries a 
prize of $50. Similar prizes will be 
awarded to the old producers, There 
will also be bonus awards to every com- 
petitor. 





Celebrating Anniversary Month 


February is being celebrated by the 
Great Northern Life of Chicago as “An- 
niversary Month” all along the line. 
February marks the birthday of Presi- 
dent H. G. Royer, Secretary C. O. Pauley 
and the Central Business Men's Associa- 
tion itself, which is now the Great North- 
ern Life. It was also in February that 
the Great Northern Life of Wisconsin 
and the Central Business Men's of Chi- 
cago merged as the Great’ Northern Life 
of Chicago. The company is planning 
an anniversary month campaign and an- 
ticipates the largest volume of business 
ever written in one month of the com- 
pany’s history. The field men will write 


“Congratulations,” each application be- 
ing a congratulation to Mr. Royer and 
Mr. Pauley. The goal of 4,800 new 
health and accident applications has 
been set for anniversary month. The life 
department is joining in the campaign 
and has set a goal of $800,000 of new 


life insurance for the month. 


National Savings Gets New Home 


A permanent home for the National 
Savings Life of Wichita, Kan., was as- 
sured when directors of the company 
authorized the building occupied by the 
Merchants State Bank remodeled at 
once and the offices of the company 
moved from the Union National Bank 
to the new quarters. The building will 
be known as the National Savings Life 
Building, as the company holds a 99- 
vear lease on the late Coler Sim site. 

According to the terms of the Na- 
tional Savings Life lease, a modern of- 
fice building must be erected there 
within a 10-year period. Plans for the 
future home will be prepared soon, it is 
understood. 

Although the National Savings Life 
will occupy the second floor of the 
building, the Merchants State Bank will 
continue to have its bank on the ground 
floor. W. C. Coleman, president of the 
insurance company, said today the 
building will have a new front and will 
be completely remodeled for the com- 
pany. The National Savings’ permanent 
home is a two-story building with a 
frontage on east Douglas, of 50 feet by 
140 feet facing on north Emporia. 
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Nearly 114 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. ‘The following 
figures show its remarkable growth in the 
last ten years: 





| Jan.1,1913 Jan. 1, 1923 
| TT $ 6,695,921 $ 34,017,031 
| Policies in Force... 432,711 1,403,546 
Insurance in Force 61,484,358 296,840,278 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















q When Policyholders find a 
Company to be Trustworthy, 
the agents of that Company 
usually find the same thing. 





Home Office, Madison, Wis. 


A postal request will 
fetch a booklet on 

the Square Deal Agency 
Contract. 


In Wisconsin and Minnesota. 
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NEWS ABOUT LIFE 











Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest” and “Little Gem,” Published Annually in May and April respectively. 


POLICIES 


Supplementing the “Unique Manuai- 











DIVIDENDS ON SPECIAL FORM 





Continental Life of Delaware Publishes 
Schedule on Its $5,000 Ordinary 
Life Policy 





The Continental Life of Wilmington, 
Del., has announced the dividend sched- 
ule which will apply to preferred class 
whole life policy at the end of the second 
policy year. These are the first divi- 
dends payable under this policy, which 
the company has been issuing for 
slightly under two years. The policy is 
issued only in amounts of $5,000 and up- 
ward, but the dividend schedule is shown 
on the basis of $1,000 for the purpose of 
comparison. Rates, dividends and net 
cost per $1,000 on the preferred whole 
life policy are as follows: 





Net 

Age Rate Dividend Cost 
eh sceeseesuned $14.24 $1.07 $13.17 
.67 1.08 13.49 

J 1.08 13.84 

5.2 1.08 14.20 

5. 1.08 14.58 

‘ 1.08 14.98 

J 1.08 15.41 

. 1.09 15.84 

‘ 1.09 16.34 

A 1.10 16.88 

‘ 1.10 17.44 

9. 1.11 18.03 

9. 1.11 18.67 

20. 1.11 19.35 

21. 1.11 20.06 

21. 1.12 20.79 

23 1.13 21.58 

23. 1,13 22.43 

BP ccccesccosce Be 1.13 23.31 
GD ecccesscsece 25.40 1.14 24.26 
GE cecescecoece 26.40 1.15 26.25 
27. 1.15 26.33 

28. 1.15 27.47 

29. 1.16 28.67 

31. 1.17 29.95 

32 1.18 31.32 

FT e00seceoeeee 33.97 1.19 32.78 
a ceebencaeeks He 1.20 34.33 
a «200066060008 37.21 1.20 36.01 
5 : 38.99 1,21 37.78 
51 40.88 1.22 39.66 
52 2.90 1.23 41.67 
a saeene 45.07 1.24 43.83 
a srineee 47.37 1.25 46.12 
at wwebenieekes 49.82 1.27 48.55 





Seven Years of Steady Progress 


ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ... .$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 
1917 ..... 129,523.00 company with a record to be proud of. To represent 1917.. 704,500.00 
’ this dependable company is to represent a pillar of 1918 .. 1.382,500.00 

1918 .... 155,613.00 safety in the life insurance business. You are assured OS 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 
1922 ..... 986,058.09 | surance business. 1922... 9,148,126.00 





INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


J. O. LAUGMAN, President 


DR. ANDREW JOHNSON, Secretary and Medical Director 











| 
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NEW PENN MUTUAL DIVIDENDS 





Increase of 10 Percent Announced by 
Company for Returns After 
May 1 





The Penn Mutual Life has announced 
a new dividefd schedule for 1924, ef- 
fective May 1, which shows an increase 
in dividends of about 10 percent. In- 
@rease varies with age and policy forms, 
the benefits being given particularly to 
younger ages in line with the results of 
recent actuarial investigations. The 
first, second and fifth year dividends at 
five year intervals under the new sched- 
ule are as follows per $1000: 


-——Ordinary— --20 Pay Life—, 


Div. Yr. 1 2 5 1 2 5 
Ages 
20 --$4.01 $4.12 $4.52 $4.39 $4.66 $5.48 
25 - 4.25 4.40 4.87 4.65 4.93 6.83 
Dcseece 4.55 4.73 6.32 4.95 6.26 6.28 
35 4.97 5.21 6.95 6.37 5.74 6.89 
40 5.59 65.79 6.46 6.97 6.29 7.35 
45 5.92 6.21 7.14 6.30 6.68 7.95 
50 6.63 6.98 8.17 6.92 7.37 8.87 
Se 7.69 8.14 9.51 7.91 8.45 10.03 
60...... 9.08 9.58 10.95 9.24 9.78 11.32 
ee 10.67 11.55 14.13 10.73 11.61 14.26 
cr 20 Yr. End... -—End, at 6—, 
Div. Yr. 1 2 5 1 2 5 
Age 
issesee $5.52 $6.04 $7.72 $4.16 $4.32 $4.83 
MBececee 5.67 6.19 7.87 4.45 4.65 6.29 
= 5.88 6.40 8.10 4.84 56.09 6.91 
Be ceces 6.17 6.71 8.43 6.36 65.70 6.7 
— Se 6.63 7.09 8.63 6.15 6.49 7.62 
Tis cecee 6.82 7.30 8.95 6.82 7.30 8.95 
50. 7.28 7.83 9.55 8.07 8.81 11.19 
adeeve 8.17 8.75 10.47 10.55 11.72 15.39 
60 9.35 9.93 11.56 2 cee eves 
a 10.77 11.69 14.35 . 

5 Term Opt. 
re ee 1 2 5 
Ages 
ise 666606000000060008808 $2.45 $2.46 $2.48 
30... eovccccccccsccecsccs Se Set BOO 
De eccoeesessececeeesecee 2.73 2.75 32.81 
Sv cccoessooeoeosceses - 3.01 8.06 3.16 
ie ewetbecdéoocosessecenece 3.21 3.27 3.43 
ih Che badasésbaeeveseseas 3.73 3.81 4.04 
55 . 4.64 4.75 6.01 
Ge cepesecsccsevesesceses 6.12 6.25 6.46 


has also increased the 
rate of interest allowed on proceeds of 
policies and on dividends left with the 
company to 4.75 percent. 





MIDLAND SPECIAL DIVIDENDS. 





Columbus, O., Company Announces 
Two Special Schedules for Coming 
Year, Increasing Returns 





The Midland Mutual Life of Colum- 
bus, O., will maintain its present divi- 
dend scale during its next dividend year 
beginning July 1, 1924. However, dur- 
ing its next dividend year it will pay to 
persistent policyholders two special divi- 
dends. The first special dividend may 
be termed an equalization dividend in- 
tended to bring all policyholders up to 
the present scale of dividends, and the 
dividend will amount to the difference 
between the total of the dividends here- 
tofore received by any policyholder and 





the dividends payable under the pres- 








BUILD YOUR OWN BUSINESS Ze: 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 


Disability Benefits 


66 BROADWAY 







INSURANCE CO. 


ORGANIZED 1850 
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NEW YORK 
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rae j 

= — = ——ae ent schedule. The second special divi-! _ Reg. Div. Equali- 

dend will be equal to 10 percent of the | a 4 —— 

| NATIONAL | regular dividend apportioned during the | 1911................++++ 9.73 4.92 

LIFE AND dividend year beginning July 1, 1924, | 1910........-.+.eeseeees 10.25 4.87 

\ ACCIDENT this divident not to include 10 percent | 1209--++++++rrsereresee: et ry 

of any extra or quinquennial dividend | 1997/°°° °° 722 °° ¢°°°. aga 3.40 


aay 
COMPAR 


SY Ordinary Life ameiinar 


Industrial Life Insurance 
Rtealth § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy-Treas. 


©THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 


| HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 






























In all the History of Life Insurance, there have been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. 


| ba recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the lone 
run they will do much better with the COLUMBUS MUTUAL however. 








A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 











easy to put at work making dollars for me’’—thus writes & 


easy to remember, 
book with quiz supplement. $1.5@ The 


»"‘Easy to read, easy to digest, 
Insurance,”’ a text and review 


buyer of ‘“‘Easy Lessons in Life 








National Underwriter Company, 1362 Insurance Exchange, Chicago 





payable. Both of these special dividends 


will be payable on the anniversaries of | 


the policies falling between July 1, 1924, 
and June 30, 1925, both inclusive. It is 
estimated that the total of these two 
special dividends will exceed 25 per- 
cent of the total amount of the 


divi- | 


dends to policyholders otherwise pay- 
- ' 


able under the present regular dividend 
schedule. The following is a schedule 
showing the amount of the regular divi- 
dend plus 10 percent thereof, together 
with the amount of the equalization 
dividend apportioned; on the ordinary 
whole life and 20 payment life plans of 
insurance: 


Ordinary Whole Life 








| life income, 


PACIFIC MUTUAL’S CHANGES 


Complete New Line Announced, Giving 
60 Forms, Liberalized and at 
Lower Rates 


The Pacific Mutual Life has entirely 
revamped its policy forms and the lines 
offered, adding several new policies and 
greatly liberalizing many fe B snot in the 
present policies. Non-participating rates 
have been reduced and non-participating 
policies have been made subject to excess 
interest earnings. The disability clause 
has been liberalized and the unit is now 
made $15 per $1,000 instead of $10 per 
$1,000. The addition of several new 
policies brings the total of policy forms 
now offered by the Pacific Mutual to 60, 
meeting practically every need of the 
policyholder that has been encountered 
as yet. 

The extent of the change in rates is 
not definitely known as yet, as the new 
dividend schedule has not been an- 


nounced. The disability clause was for- 
merly quoted with the policy rates. 
Now the disability clause is a separate 


unit in the quotation and the partici- 
pating rate is left the sa:ne as hereto- 
fore, so that an increased dividend 
schedule will be necessary, regardless 
of whether net costs be reduced or not. 
On the non-participating rates, how- 
ever, a reduction is announced which 
shows a decrease in the basic cost, with- 
out disability, of about 5 percent, prom- 
ising a materially increased dividend 
scheduled for participating policies. The 
new rate schedule shows a very favor- 
able net cost. 

The new policies announced by the 
company include a 20 pay endowment 
at age 65, endowment at age 60, endow- 
ment at age 65, paid up life at age 60, 
cash refund annuities, and insurance 
with life income of $10 per month on 
endowment at age 60 and endowment 
at age 65. There is also a new series 
of deferred annuities and life income 
bonds. This gives an outlay of 60 dif- 
ferent forms of ordinary, endowment, 
joint policies, annuities and 
term insurance. 

The total and permanent disability 
clause, which will now be issued in 
units of $15 per $1,000, has been put on 
the 90 day basis, 90 days of disability 
being recognized as permanent and total 
disability. Loss of sight, amputation of 
hands, feet or a hand and foot will also 
be considered as permanent and total 
disability. The disability section of the 
company’s “Five way policy” has been 


| liberalized and sickness disability bene- 


Reg. Div. Equali- | 
Year of plus zation 
issue 10% Div. 
Age 25 
Re eae oe 2.67 Bans 
| RRR a 2.79 somne 
SS eee 2.93 jane 
Di écueeexeadewke s6e6e 7.89 eccce 
ee ee 3.20 eceee 
Serer ea 3.32 oeees 
Ee aye 3.46 + 37 
ER ee 3.62 + .72 
Pris nce gdeneettsegesaee 9.83 + 1.01 
D+ <+indcedsentakbnebee 3.94 + 3.42 
ot Se em 4.10 + 3.48 
rr eee 4.28 + 3.40 
a SEPT EE OOO CeCe 4.47 + 3.17 
Ds capitiegeteavenadous 7.07 + 2.78 
PROS. ccccceveveecesseeee 4.86 + 2.36 
SOE cacisdeecciseedocess 5.06 + 1.71 
Age 35 
SR re eens ee 3.21 Bc anaes 
Ps i6shteeteaeetnenqun 3.41 oese8 
Die tkcencanaesuonkwanes 3.62 eccees 
| Se re 9.25 asece 
eee 4.06 Senee 
= eee ae 3.32 eenne 
, See 4.77 + 87 
er ere 5.02 + 1.69 
ES tie 0s by ad GS ia 12.24 + 2.45 
oo See 5.53 + 5.41 
A Pee eae 5.81 + 5.90 
ee re 6.09 + 6.20 
, Sa eer ee 6.40 + 6.29 
Cite dSen eed h wean wee 9.93 + 6.18 
, eT ee 7.06 + 6.28 
eee eee 7.40 + 5.71 
Age 45 
DCS écetvandteaetadas eet 4.87 ee 
De cGibteLveteé<oaneae 5.21 oeons 
Dt: da thebted ¢ebeewnd 5.57 ae 
, eae ee 11.78 a 
Diet tehe dda aceee data 6.35 ec% 
ae arr re 7.06 ia 
Ee eae eee 7.47 + 1.80 
ere eee 7.90 + 3.50 
eee 16.60 + 5.10 
IS dirk 0 Gib pine aoa oa 8.79 + 8.06 
Die tsdieboebuseseeaed 9.22 + 9.30 
ee ee 9.65 +10.27 
,, ee eee 10.08 10.97 
Co TT Tr eT Tee 15.13 +11.38 
SE eee eens 10.97 11.64 
ae eer 11.42 +11.70 
20 Payment Life 
Reg. Div. BEquali- 
Year of plus zation 
issue 10% Div. 
is - 
.45 
g2 
1.15 
3.15 
3.23 
3.18 
2.97 
2.59 
2.11 
1.52 
Bicone 
51 
.93 
1.28 
3.35 
3.48 
3.41 
3.15 
2.68 
2.33 
1.65 
Buses 
6 am 
€ ae 
‘ 7 9 
rrr oe 7.62 1.7 
Ds tes tting sseeaneernee 15.78 2.4 
Seer re 8.70 4.3 
oer ee 9.22 4.7 


ee ee ee 


fits will not be reduced during conval- 


escence, as in the past. 

The company will allow 1% percent 
excess interest, w hic h added to the 
guaranteed rate of 3% nercent makes a 
total of 434 percent. This will be al- 
lowed to both non-participating and 
participating policies. 

The new annual rates, on the prin- 
ciple policy forms, both participating 
and non-participating, without disabil- 
ity, are as follows, per $1,000. 

Participating 

29'Yr. 15 Yr. 

Age Ord 20 Pay 15 Pay End. End. 
16...$16.40 $24.60 $29.45 $46.95 $65.00 
17. 16.75 25.00 9 47.05 35.10 
18. 17.05 5.25 47.10 65.15 
19, 17.40 25.75 47.20 65.25 
20... 17.80 26.90 47.20 65.30 
°1 18.90 °R.45 47.35 65.40 
99 18.60 27.05 47.50 65.50 
23 19.90 7.55 47.60 65.60 
4 19.45 28 05 47.70 65.70 
25 19.95 28.55 47.20 65.80 
6 20.45 99.10 47.95 65.90 
7 on.95 29.65 48.10 66.05 
28 2150 30.90 48.95 66.15 
29 ©2910 20.20 48.49 66.20 
bath) 99 70 21.40 48.690 66.45 
1. °225 3205 48.89 GRO 

a9 24.00 29.75 49.00 ea en 
22 24.70 82.45 49.20 67.00 
1./: 25.50 34.20 49.45 67.20 
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20Yr. 15 Yr.) ° : ine : remem 
4.92 Age Ord. 20Pay 15Pay ‘End. ‘End. ateiaenneen * Tite 
ase 35... 26.30 34.95 41.55 2 " End. End we. 
3.99 a ' Ss Bh Sl. ind. End. up End End. up | 
3.38 : 4H 18 $5.80 42-45 60 00 67.65 — atéd at6S5 at6é0 até60 at65 at 60) 
38... 28.95 3750 44.40 60.70 68:20| 30 1.39 19.59) 
ome 39... 2995 3845 4545 651.10 68.55/31 aS eae RIES 
40... 31.00 39.45 46.55 61.655 68.90) 32 96 21.04| 
41... 32:15 40.45 47.70 5200 69.30 33 SS 21.88 | 
sia 2::: 3335 4155 4890 5255 69.701 34 a7 22.78 
g $3... 3460 4270 50.15 53.15 70.20 35 as sets 
oe ae ‘95 51.50 53.80 70.7 ae Sere 
45... 37-40 45.20 52.85 54.50 71:30 | 37. oe Sree pen ¥. CAMPBELL 
> ° . 564.356 5 71. 34 27.30 
47.1 40.60 48:08 8685 be20 fetel ae o. sees ACTUARY — 
48 2°35 49.55 57.50 68720 73:50] 40 2.27 30.66 ye mang 
irely 49 44.20 51.20 59:20 5830 7438/41 92 32.47 => 1 ely 
lines Hy $6.20 8652.95 = 61.00 59.50 75.35 | i 3 | " 
— prs: G88 Eg gege anes tee! 4s | CHICAGO, TLL. 
ie 3. 52 95 58.90 67 HH Sioe o. 4 | os 
rates +h -+ 98 50 61.15 69.30 65.65 80.401 46 : 
rates 55... 58.25 63.55 71.70 67.60 $2.00 7 ie | 
ating : 56... 61.15 6615 7425 69°75 83751 48 
nee 4g . 64 30 68.90 76.95 =o 10 . 7 4 A. GLOVER & CO. 
. 5 7 7 ; . 
aus . se. 7.60 71.90 79.80 74.7 4 24 
wens Provident Life 59... 71:20 75058 8285 7750 soeol ee 8 | Life —_ nd ——_— 
now I 60... 75.00 78.50 86.15 8060 928 3 ticians a 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








INVESTMENTS 
Profitable Satisfactory 


Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri. 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss. 
Information regarding borrower, security and titles 
guaranteed. 

References and list of offerings furnished on request. 


Safe 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 
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Reinsurance L 


Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incorporated Under the Lawe of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


- C. MAGINNIS, President - N. WARFIELD, Jr., Secretary-Treas 
j: BARRY MAHOOL, Vice-President . Dr. J. H. IGLE. T, Medical Director 




















A text book for beginnera, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's ‘Easy Lessons in Life Insurance.” $1.50, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicaga. ¢ 





ance involving disability income—either 
increasing disability benefits or level dis- 
ability benefits—not exceeding $6,000 per 
year or $500 per month under old and 
new insurance, if examined by a medical 
referee or specially designed examiner, 
will be considered for first class selected 
lives, insurance ages 25 to 60 inclusive, 
The company will not carry more than 
$50,000 insurance on one life with cover- 
age for waiver of premium and disability 
benefits. That will be the extreme limit 
for waiver of premium or disability 
benefits, or any combination of new and 
old insurance carrying either or both 
benefits. 


Cleveland Life 


The Cleveland Life will continue its 
1923 schedule of dividends in 1924. The 
interest rate paid on dividends left with 
the company as well as any one of the 
settlement options has been increased 
from 4% to 5 percent. 


Bankers Life of Iowa 


The Bankers Life of Iowa has in- 
creased its limits on female lives from 
rated ages 21 to 60 inclusive, now con- 





sidering as high as $50,000 on a single 
life. It states that in recent years there 
has developed need for large policies of 
insurance on lives of women who are 
financially able to carry policies of ex- 
tended amount for some definite reason 
such as to cover inheritance taxes and so 
on. Term insurance is not issued by the 
Bankers on female lives. 


Modern Life 
The Modern Life of St. Paul has here- 
tofore only written one form of policy 
contract, a 20-pay life, participating, for 


$5,000, but announces that new nonpar- 
ticipating forms will be shortly issued. 


| These will be ordinary life, 20 pay life, 20 


year endowment and ordinary life and 
20 pay life with endowment options. 
Rates at age 35 will be $22.33 on ordi- 
nary life; $31.40 on 20 pay life, and 
$46.34 on 20 year endowment. 





The Texas agency under O. D. Douglas 
of San Antonio led all other agencies of 
the Lincoln National Life for 1923 by 
paying for $5,702,600 of business. The 
California agency under H. G. Everett 
paid for $5,644,800 and led all the field in 
the volume of written production. 
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INDIANAPOLIS HEARS BURRAS 


Association Given His Well-Known 
Talk on Shakespeare and His 
Lessons in Salesmanship 


INDIANAPOLIS, IND., Jan. 29.— 
Shakespeare was master of all what are 
regarded now as modern principles in 
salesmanship, so ‘declared William B. 
Burras, lecturer and one time life in- 
surance salesman, at the monthly meet- 
ing of the Indianapolis Association of 
Life Underwriters at their regular 
monthly meeting last Saturday. With 
unsurpassed genius Shakespeare has 
portrayed in his writings some seven 
hundred characters, all of individual 
personalities and affording rich lessons 
in the psychology of successful sales- 
man, the speaker maintained. Mr. Bur- 
ras, until recently at Kansas City for 
the Provident Mutual, now makes his 
home in Washington, D. C. 

Referring to Shakespeare’s great con- 
tributions to literature, he said that 
much of his writing was done during 
has spare hours, while resting from his 
regular occupation. Well balanced 
work, recreation and rest are essential 
to success. 

Shakespeare was a master of the 
processes of a sale and many of his 
characters use the psychologist’s rules, 
attention, interest, desire and action. In 
closing, Mr. Burras illustrated this 
with real dramatic genius in giving and 
analyzing the oration of Mark Anthony 
over the bier of Caesar. Throughout 
his address were sprinkled apt quota- 
tions which supported his claim that 
Shakespeare was thoroughly convers- 
ant with all the principles and practices 
of salesmanship which are commonly 
regarded as modern discoveries. 

Sixty-five new members were voted 
in at this meeting. A memorial resolu- 
tion was adopted to the memory of Dr. 
Wilmer Christian, former general agent 
of the Equitable Life of Iowa, who met 
death a few weeks ago in an automo- 
bile accident at a railroad crossing. 
President Frank L. Jones announced 
that the next speaker would be Robert 
W. Moore, general agent of the New 
England Mutual Life at Boston, on 
March 7. 

* * * 

New Orleans, La.—Wm. A. Dixon, vice- 
president of the Whitney-Central Trust 
& Savings Bank, was the principal 
speaker at the January meeting of the 
association last week in New Orleans. 
Mr. Dixon spoke on “Life Insurance and 
Trust Company Servica” He highly 
complimented the institution of life in- 
surance, which he described as the 
“creator of estates,” and explained how 
the trust departments of banks are now 
cooperating to conserve such estates. 
The life insurance trust, he sald, is a 














method with wonderful possibilities for 
increasing the sale of life insurance. 
There is no competition, the speaker 
pointed out, between the trust com- 
panies and life insurance companies. Mr. 
Dixon also stressed the value of life in- 
surance to meet inheritance taxes and 
other death debts and showed how the 
wishes of an assured may be best car- 
ried out by the appointment of a trustee 
in connection with his life insurance. 
President Frank S. Whitten who pre- 
sided, announced that Peter Epes, gen- 
eral agent of the Fidelity Mutual Life, 
had been elected a director of the asso- 
ciation, succeeding D. Ross Metzger, who 
has moved to Washington, D. C. Others 
who made brief talks were C. D. Corey, 
Wilson Williams, T. P. Thompson, F, W. 
Sinclair, B. B. Macfarlane and T. A. 


Kercheval. 


x x * 

Seattle, Wash.—National thrift week 
brought out some interesting talks at 
the luncheon meeting of the Seattle as- 
sociation. The meeting was devoted to 
the “Conservation of Business.” Herman 
Stuht of the Mutual Life of New York 
spoke on this subject from the cashier's 
standpoint; H. L. Quigley of the North- 
ern Life of Seattle, from the agent's 
viewpoint, and Joseph F. Grant, general 
agent Phoenix Mutual, gave the view- 
point of the general agent and manager. 

President John H. Baird has given a 
cup which is the object of lively com- 
petition. Each agency stages a Monday 
morning program and the cup is awarded 
each month to the agency which puts on 
the best program. At the end of the 
year the holder of the cup will retain 
permanent possession, 

Mr. Quigley’s talk presented the first 
complete analysis of local life insurance 
renewals based on nearly ten years ex- 
perience in Seattle. 


= = 

Portland, Ore.—Life underwriters of 
Portland were guests of the Portland 
Association of Credit Men at a recent 
banquet. Speakers included E, N. Strong, 
state manager for the National Life of 
Vermont, and 8S. B. Thompson, manager 
of the Penn Mutual. The former spoke 
on “Life Insurance as Related to Credits” 
and the latter on “Life Insurance as 
Related to Thrift.” 


- .. 

Detroit, Mich.—At the next meeting of 
the Detroit association, Feb. 4, Thomas 
B. Donaldson, president of the Insurance 
Federation of Pennsylvania, will talk on 
the operation of the system used in that 
State for raising the qualification of 
insurance agents and will discuss ways 
and means for securing the enactment of 
a similar law in Michigan at the next 
session of the legislature, 

x x * 

Cleveland, 0.—Chares W. Scovel, asso- 
clate general agent for the Northwestern 
Mutual at Pittsburgh, and W. J. O'Neill, 
trust officer of the Union Trust Com- 
pany, addressed the January meeting of 
the Cleveland association on “Life Insur- 
ance Trusts.” More than 200 members 
and guests were present. A special table 
had been reserved for banker guests, and 
pratically every bank in Cleveland was 
represented by its trust officer. 

It was Mr. Scovel’s first talk before 
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the local underwriters since he spoke at 

the first Cleveland sales congress in 1921. 

Although the hour was late Mr. Scovel 

held the closest attention of the big audi- 

ence. (BPxtracts from Mr. Scovel’s talk 
are given elsewhere in this issue.) 
John H. Byrne read his report as re- 
tiring president, and the reports of the 
treasurer and secretary were also read 
and approved. A balance of more than 
$1,300 was shown to the credit of the 
association, 1923 being the largest year 
from the standpoint of increased mem- 

bership and financial income in the 35 

years’ history of the organization. A 

fine traveling bag was presented Mr. 

Byrne on behalf of the association. 

W. E. Bilheimer of St. Louis, who 
made such a “hit” at the Chicago sales 
conference recently, has been secured to 
address the February meeting. 

se @ 

Omaha, Neb.—The Omaha association 

held its monthly meeting Jan. 26. Guy C. 

Kiddoo, trust officer of the Omaha Trust 

Company, spoke on “Life Insurance and 

Trust Estates.” 

ea 

Oklahoma.—George E. Lackey, vice- 
president of the National Life Underwrit- 
ers Association and general agent for 
the Massachusetts Mutual Life in Okla- 
homa, addressed a meeting of the Tulsa 
organization Saturday on the activities 
of the association. On Tuesday Mr. 

Lackey was principal speaker and guest 

of honor at a meeting of the Ada organi- 

zation. 

Rev. W. Clyde Howard addressed the 

Oklahoma association Saturday on the 

idea of service in business. 

x * * 

Lincoln, Neb.—The Lincoln association, 
at the suggestion of a number of mem- 
bers, has decided to try out evening 
meetings for a time. It has been found 

that the noon meetings do not allow a 
sufficient time for discussion of impor- 
tant problems that come up. The Febru- 
ary meeting will be held on Saturday 
evening. The subject for discussion will 
be the use of life insurance as an en- 
dowment for churches. As the west 
grows in wealth men of means are seek- 
ing a philanthropic method of disposing 
of part of their accumulation. 

Ys 2 

St. Louis, Mo.—The St. Louis associ- 
ation at its annual election of officers se- 
lected Ira W. Fischer, local manager for 
the Northwestern Mutual Life, to serve 
as president during the year. He suc- 
ceeds M. A. Nelson, manager for the 
Equitable Life of New York, who was 
named chairman of the executive com- 
mittee. Other officers elected were: First 
vice-president, W. A. Somers; second 
vice-president, Claude R. Fooshe; secre- 
tary and treasurer, E. A. Pickel; mem- 
bers of executive committee, J. F. Hath- 
away, P. W. Price, F. B. Miller and Ed- 
mund Burke. 

a 

Milwaukee, Wis,—At the annual meet- 
ing of the Milwaukee association, Mon- 
day noon, E. L. Carson, manager of the 
Equitable Life, was unanimously re- 
elected president. In fact, the entire last 
year’s staff was put into the harness for 
another term on the recommendation of 
the nominating committee. Clifford L. 
MeMillen, of the home agency of the 
Northwestern Mutual Life, continues as 
first vice-president; E. R. Gettings, Na- 
tional Guardian Life, second vice-presi- 
dent; Gus E. Harthun, Equitable Life, 
secretary, and Maj. R. W. Corbett, Old 
Line Life, treasurer. The nominating 
committee consisted of Bruce Whitney, 
Mutual Life of New York; Paul H. 
Kremer, Penn Mutuai, and James A: Fet- 
terly, Great Northern Life. 

Monday's meeting was one of the most 
enthusiastic gatherings every held by 
the local life underwriters. For the past 
few months meetings have been held 
irregularly but plans were laid to ar- 
range for a regular date and plgce of 
monthly meetings. Owing to the in- 
ability to arrange speaking dates the 
association during the year omitted sev- 
eral meetings, but from now on they 
will- be held as scheduled. Plans for the 
annual sgles congress in the spring were 
briefly touched upon but nothing definite 
was done. . 

E eS 2.8 

St. Paul, Minn—M. L. Griffiths of the 
Guardian Life of New York, was elected 
President of the St. Paul association at 
its last meeting. 

Other officers are: Vice-president: 
G. A. Foster of the Northwestern Mu- 
tual, and F. F. Weidenborner, Jr.; of the 
Provident Mutual Life; secretary and 
treasurer, C. D. Lawrence of the Phoenix 
Mutu Life, and executive committee, 
P. W. Fahey, Northwestern Mutual: J. L. 





McBean, Massachusetts Mutual; Roy 
Dunning, New York Life; H. Victor, Min- 
nesota Mutual, and A. G. Herrman, Provi- 
dent Mutual Life. 


*“* * 


Nashville, Tenn.—Cooperation should 
exist between life insurance companies 
and trust companies and the interest of 
the insured should be served above all 
else, A. B. Benedict, vice-president of 
the Nashville Trust Company, told the 
members of the Nashville association at 


their monthly luncheon this week. 
“Trust Funds, Trust Estates and Their 
Administration,” was the subject dis- 


cussed. Mr. Benedict declared that there 
is a very close relation existing between 











the two lines and that there is no com- 
petition. Both are working toward the 
same ends, that of service to the de- 
pendents of the insured and of making 
a reasonable profit for themselves. 

R. T. Smith, prominent Nashville trust 
attorney, another leading speaker, stated 
that there are three things that a man 
seeking to provide for his wife and 
family or other dependends should do: 
insure his life, create a trust fund and 
place the administration with a compe- 
tent trustee. 

0 ee 

Tulsa, Okla.—Declaring that the funda- 
mental principle of life insurance is the 
creation of an estate for the benefit and 
protection of dependents of the insured, 
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Judge H. L. Standefern, vice-president 
of the Exchange Trust Company ad- 
dressed the Tulsa association at a ban- 
quet, Tuesday night. 

He outlined the advantages of the 
life insurance trust and gave technical 
details of how a trust of this sort might 
be established. In conclusion the speaker 
recommended closer cooperation between 
the trust companies and life under- 
writers, which he believes would result 
in their mutual benefit. Judge Stande- 
fern's address was broadcasted by radio. 

H. O. McClure, president of the Cham- 
ber of Commerce and of the Atlas Life, 
spoke on the general aspects of the life 
insurance business. OO. P. Sturm was 
toastmaster. 
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Ten Thousand Leads 
in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents — 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the 


Home Office. 


The Union Central Life Insurance Co. 


Cincinnati, Ohio. 

















MARBISON B. SMITH, Presiden! 


me 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 

resents opportunity for liberal contracts covering definite territory with 
ce registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 
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Sa HE Chicago National 
i] Life Insurance Com- 
S77] pany has special in- 
—4£3 ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


GENERAL AGENTS 


Chicago, Ill. 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 





40,000 per Year 





We Help Our Salesmen 





Established 1879 





Bankers Life Company 


DES MOINES, IOWA 
GEO. KUHNS, President 

















FUNCTIONS OF LIFE AND 
TRUST COMPANIES GIVEN 
(CONTINUED FROM PAGE 10) 


ing the settlements of life insurance 
funds which should be taken care of by 
a life company from those which should 
be taken care of by a trust company, 
this is no reason for saying that such 
division does not exist, for while we 
cannot say just when day turns into 
night we all agree that we have both 
day and night. 


Inquiries from Policyholders 
About Their Funds Received 


We receive a number of letters from 
policyholders requesting advice as to 
whether it would be better for them to 
leave the proceeds of their policies with 
the life companies under one of their 
methods of settlement or place them 
with a trust company under the terms 
of a deed of trust. In reply to an in- 
quiry of this kind I recently wrote in 
part as follows: 


“The question as to whether it would 
be better for you to place all your in- 
surance under a trust deed or leave it 
with the companies under settlement 
options is a very difficult one to answer 
and must depend, I think, upon the ex- 
act facts of your particular case. The 
methods of settlement under policies fill 
a legitimate need for simple settlements. 
But it is the business of a trust com- 
pany to carry out complicated provi- 
sions for the payment of income to 
named persons, or persons constituting 
a class, and to pay the principal over 
upon various contingencies to various 
persons. In administering a trust of 
this kind the trustee acts constantly 
under the supervision and guidance of 
the proper court, so that the trustee 
really needs to take no risk as to de- 
termination of the persons entitled to 
the income or principal. All that the 


| trustee needs to do is to file its account 


in the proper court and after due notice 
to all parties in interest the court will 
direct to whom the money shall be paid. 


Life Company Not Guided 
By Court in Its Operations 


“A life company in carrying out a 
settlement of one of its policies does 
not have the benefit of the guidance or 
protection of the court but must at its 
own risk interpret the instrument un- 
der which it is acting and determine the 
persons who are entitled to receive the 
moneys upon the hapnening or reputed 
happening of the contingencies provided 
for. Consequently. unless the settle- 
ments are kept simple under the op- 
tional methods of settlement trouble is 
hound to occur, delavs will ensue. and 
the hest interests of all will not he 
served. The settlement of the proceeds 
of a life insurance policy under one of 
the ontional settlements hy a life com- 
pany is a contract, and of course no in- 
vestments are earmarked as held for 
the particular settlement. nor are ac- 
counts filed. In the case of a trust. as 
vou state, the funds are segregated and 
the investments separately made. and 
whatever net income the trust earns is 
naid to the beneficiary. From my ex- 
nerience I would sav that the income 
of the trust fund should be fully as 
great as that under a settlement handled 
by a life company. 

“I feel that if I had $200,000 of in- 








J.H. Leffler, Acting President 
MUN 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
through a permanent connection. 

the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


John W. Dragoo, Secretary DIANA 


Permanent success can only be attained 
The companies that stay are the companies that pay 
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surance to settle for the benefit of my 
dependents, I would provide very 
simple methods of settlement to be 
handled by the life companies for part 
of the insurance and would leave the 
balance under the terms of a trust deed, 
to be handled by some trust company 
of high standing, and in the deed of 
trust I would give to the trustee wide 
discretionary powers as to investments. 
I am sorry that I cannot write any- 
thing more definite to you, but my 
thought is that both methods have ad- 
vantages and either would doubtless 
work out well in most cases where the 
settlements are simple, but where the 
settlements are involved I think the 
trust method should be used.” 


Advice Is Given on a 
Case in Rhode Island 


I also wrote recently somewhat along 
similar lines to our general agents in 
Rhode Island, in part as follows: 

“The settlement which the insured de- 
sires is, of course, a proper and laud- 
able one but one which I think he 
should not attempt to provide for un- 
der a method of settlement to be 
handled by a life company but should 
provide for under the terms of a trust 
deed which should be executed by him 
to some proper trustee in Rhode Island, 
preferably a good trust company. He 
could accomplish thus by having his 
attorney prepare a deed of trust set- 
ting forth what he desires to accomp- 
lish. This deed of trust could be exe- 
cuted by himself alone or by himself 
and his wife, as he mav desire. The 
beneficiaries in the policies could be 
then changed to the trust company as 
trustee under the deed. The insured 
could provide by the deed for payment 
of the income to such persons as he 
mav have in mind and could provide 
such contingencies as he mav think 
proper in regard to payment of the prin- 
cipal. His attorney may be able un- 
der Rhode Island law to so draw the 
deed that the income from the trust 
could be made payable to the benefi- 
Ciaries to be named therein, in such 
manner as not to be subject to the 
claims of their creditors or to assign- 


ment or alienation by them. If this 
could he proverly accomplished in 
Rhode Island. it would add materially 


to the protection of the insured’s fam- 
ily.” 


Suitable Settlements for Life 
Companies Are Shown 


If the settlement desired is one pro- 
viding for life income of a given amount 
payable periodically, ‘this is clearly a 
case that can be very properly taken 
care of by a life company and the inter- 
position of a trust company would not 
be required. This would apply whether 
a simple annuity should be selected or 
merely installments certain or install- 
ments certain followed by deferred in- 
stallments for life with a provision for 
payments of any of the installments 
certain which the first beneficiary might 
not live to receive to such secondary 
beneficiary or beneficiaries as may be 
designated. 

The question as to just how far life 
companies should attempt to provide for 
settlements in connection with the pro- 
ceeds of their policies arises most fre- 
quently in connection with the interest 
option. This option, as we know, pro- 
vides that the proceeds of the policy 
shall be retained by the company and 
interest paid to the beneficiary during 
a term of years or for life. This settle- 
ment option is a very valuable one to a 
policvholder when a simple settlement 
is desired. The life company holds the 
proceeds of the policy as a part of its 
corporate funds, without any duty or 
requirement of segregation or separate 
investment, and the policyholder thereby 
obtains the advantages of the law of 
average as applied to investments by 
having the proceeds of his policy 
grouped with other funds for invest- 


| ment, so that if a loss in a given invest- 


ment occurs the effect of such loss to 
each one in the group is infinitesimal. 
(CONTINUED IN NEXT ISSTE) 
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Primary Purpose of Life Insurance to 


Provide for Dependent Life—C. W. Scovel 
Tells Clevelanders How It Can Be Done 


By CHARLES W. SCOVEL 


Associate General Agent, 


NOTICE it has been frequently said 
| that life insurance exists to create 

estates. It isn’t true! The great tap 
root of life insurance history, through 
all the generations, and its great main 
trunk today, is for one purpose—to pro- 
vide for dependent life. That is a dif- 
ferent thing from creating an estate. It 
used to be thought that by creating a 
lump sum of money you were providing 
for dependent life. But as experience 
has multiplied it has been seen with 
awtul, startling, tragic clearness that to 
dump a lump sum into the lap of a 
widow is not providing her for depend- 
ent life, not even providing for the 
period of her bringing up the children; 
that 90 percent of the sums are gone in 
five or six years; that the sums of $2,000 
or $3,000 or $4,000 are gone in a year 
or two, and that instead of providing for 
dependent life it has done this: 


Lump Sum Creates 
Impression of Wealth 


It has made the little woman whose 
husband was earning $200 a month, and 
who has just received $4,000, feel im- 
measurably wealthy. It is more money 
than she ever dreamed of before! And 
it inevitably compels the little woman to 
have this reaction: “Now I can afford 
to get for the children those things that 
we have always wanted. Now I can 
afford to get for the house those things 
that John and I talked about that we 
could not get out of $200 per month. I 
can get for myself the things my heart 
has wanted, that I have never been will- 
ing even to mention to John, because I 
knew he could not afford them on $200 
per month,” 

She is immeasurably poorer than be- 
fore, but she is bound to spend more 
freely than before her husband's death. 
The lump sum is not a provision for de- 


pendent ‘life. How long should de- 
pendent life be provided for? During 
the period of dependence. The whole 


purpose of the family, which is the unit 
of the state and the community and 
society, the very fundamental thing of 
the human race,—the whole purpose of 
the family is to bring that little life into 
being and not stop there and drop it, but 
carry it on until it is able to walk itself. 


Period of Dependency 
Is the Measuring Stick 


Now, the first thing they say is: “How 
much ought I to carry?” You come 
back and say: “I don’t know, but I can 
give you the rule by which you can 
measure it. You must carry enough in- 
surance to provide a bare livelihood at 
least, until your child is 16 at the young- 
est, the age at which the law in most of 
our ‘states permits them to go to work 
and become a wage earner and help sup- 
port the mother.” For the great mass 
of the millions they can only expect their 
children to become 16 and then go to 
work; the parents’ means won't permit 
of their going further. For an increas- 
ingly large class, they hope and expect 
and their ambition is to put their chil- 
dren through high school, to the age of 
18. Another class, increasing but much 
smaller in number, are those who will be 
able to put their children through col- 
lege, to the age of 22. 

There is your unit. What life insur- 
ance is needed in order to provide from 
the time of the breadwinner's death to 
the coming of another breadwinner to 


the breadwinning age, whether it be after | 


Northwestern Mutual, Pittsburgh, Pa. 
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CHARLES W. 


SCOVEL 


10 or 20 years—those are mere conven- 
tional figures that mean nothing. It is 
until Billy is through high school; until 
Mary is through boarding school. That 
means something,—to keep the little 
family together for that period. 


——— 





be found desirable in the medium-sized 

estates that the life insurance fund be 

paid by monthly income direct to the 

beneficiary, while the trust fund of 

securities remains in the hands of the 

trust company to be administered by it. 
* > > 


Life insurance has two magics. One 
is the familiar magic spun by the mor- 
tality law, nature’s science of mortality 
that will multiply a relatively small 
premium into a big sum if a man hap- 
pens to die soon. It is the most scien- 
tific and absolutely certain thing, but 1 
is magic. The other magic is compound 


interest with time enough to work. You 


will find that only in life insurance! You 
will see it on paper in many places, but 
life insurance is the only institution 
known to man in which practical experi- 
ence of many generations has shown 
that a large number, a large proportion, 
will carry and continue regular perma- 


; nent deposits for 20, 30, 40, 50 years, and 


that gives life insurance the time for its 
revolution. Compound interest is like a 
snowball—it takes very little on the first 
two or three rolls, but you roll it more 
and it takes on more and more and by 
the time it has been rolled 20 or 30 times 
it takes on more than the first ten 


Question of Cost Can 
Be Largely Eliminated 


A man of means will generally carry it 
on, and it is ready for—boys! I have 
four of them!—grandchildren! You 
young fellows don't know what that is 
Some of you have children of your own, 
but you don’t know what a miracle it is 
to have your old heart open up again 
through the new, cuddly infants that are 
your flesh and blood, and going on for 
another generation, and to have this life 


| insurance that you leave, perhaps an in- 


' 


come to their mother, to educate those 


Charles W. Scovel of Pittsburgh is noted for his ability to “put over” 
a message. The keynote of his address last week before the Cleveland Life 
Underwriter, extracts from which are given herewith, was that the primary 


purpose of life insurance is to provide for dependent life. 


In this talk he 


tells how that end can best be accomplished, stressing the monthly income 
idea and the service that can be rendered to a prospect by showing him 


what his present policies will do. 


Now, to come back to the trust idea, | children and to make sure. 


to the distinction between the trust com- 
pany’s function and the life insurance 
company’s functions. If I am right that 
the purpose of life insurance is to pro- 
vide for dependent life, and that you 
don’t provide for dependent life unless 
you go to the end oi that dependent life, 
that is peculiarly a life insurance func- 
tion. The funds are created for that 
purpose and the bare livelihood income 
is, of necessity, to be continued to the 
end. 

I do not favor leaving power of re- 
vocation or commutation at all to inter- 
fere with what has been decided is a 
rock-bottom livelihood income. The 
very thing that is objectionable in leav- 
ing larger amounts with the insurance 
company is the thing that makes the 
company trust desirable for the smaller 
amounts—the absolute certainty of rivet- 
ing the livelihood to the life. That is 
what counts, 


Both Trust Companies and 
Life Companies Have Place 


If it is a large estate and there are 
many complications, I would have the 
policies paid to the trust company; in 
the case where the amount is relatively 
small I would have the life insurance 
companies administer the monthly in- 
come for years, or for life or whatever 
the length of time may be. A life insur- 





ance company will not undertake to ad- 
minister any funds but those it origi- 
nates. Your funded trust, in which the 
securities have been placed there to 


common school, high school or college. | carry life insurance, is composed of two 
I never talk about monthly income for | funds of different origin and it will often 











Why, you 
have a whole new birth of joy and happi- 
ness and usefulness in your life insur- 
ance, and it is almost laughable when, 
after giving a prospect a little picture of 
this he asks, “How much will it cost?” 


Take advantage of all a man’s policies 
and try to work them into your plan. 
Begin with them, as a rule. That is a 
most clever soliciting stunt. If it were 
a trick instead of being a great service it 
would not be more helpful. Tell the 
man, “Here, you have those policies and 
here is what they will do,” and you show 
him the monthly income going on until 
little Mary is through finishing school 
and little Billy is through college, and 
you make it real so he sees that monthly 
check coming in from those various 
companies month after month, until he 
is gripped by the big purpose of it. 

See what you have done? In the first 
place, you have made it clear that what 
you have shown him puts no money in 
your pocket. The companies will do 
what you have pointed out, if he simply 
asks them for it, and they will do it 
without charge; it means money to no- 


body. You have done a very kind thing 
for him. He appreciates that you are 
not trying to separate him from his 


money, and that has lessened his sales 
resistance to you very much. In the sec- 
ond place, you have shown him that you 
know your business, and the men who 
sold him these policies never told him 
these things. Let me tell you, his ap- 
preciation for you grows enormously 
when you show him your unified plan 





for those policies, that they have these 
provisions that are so important and 
valuable, and he never dreamed that 
would be in there. 

The third point is still more subtle, 
buit is immensely important, What you 
are telling him about his own policies 
he wants to believe. What you are 
telling him about a policy you are 
trying to sell him he is braced against it 
subconsciously. Every one of us natur- 
ally discounts a sales talk that is made 


to us. We can’t help it. 
Fit Policy Being Sold 
Into Program Now Carried 


Now, this man, who has the joy of 

possession and ownership, wants to be- 
lieve the things you have told him about 
the possibilities of those policies. You 
have sold him your monthly income 
idea, the novel idea which, if produced 
as a sales talk, would be hard to get 
across. What have you done by going 
over his existing policies? In most cases 
you have absolutely created the niche in 
which the policy you figured he could 
still add goes, and you have made him 
want it, made him see how fine it is, 
only it isn’t enough It nearly always 
isn’t enough to his way of thinking. 
_ One of the hard things we have to do 
is to try to show men that it is highly 
important for them to put this relatively 
small sum into monthly income —to 
show them that it is worth while. “Oh”, 
he says, “they couldn't live on that.” We 
must be able to show him, point by 
point, that in the compensation acts and 
in Uncle Sam's pensions for widows, he 
provides an income of something like 
$25 a month. Carnegie Steel Company's 
fund averages $24 a month. The Moth- 
ers’ Compensation of Assistance Bureaus 
throughout most of the states is the 
nearest thing to doing just what we are 
doing—providing for the mother with a 
child or two under 16; sufficient help to 
keep the little family together until the 
children are 16 and able to earn. Those 
mothers’ pension societies are showing 
that for the average family a little over 
$30 per month is enough to keep them 
together. 


“With or Without” Is 
Only Consideration in Sale 


But the man says, “Why, we need 
$150 a month now.” But the comparison 
is not between now and then; the com- 
parison is between what they would be 
with this $40 a month and without it. 

There are two phrases that have come 
down to us from the sea that I want to 
leave with you. One of them is “walk- 
ing the plank.” That is the phrase that 
describes the way the pirates put to 
death whole crews and passengers they 
did not want to waste powder and bul- 
lets on. They slung the broad, comfort- 
able gangway, with a balustrade, a broad 
smooth surface. It was the easiest kind 
of a thing to walk on, like the easy walk- 
ing of the lump sum—but down into the 
water! It ended in delusion—there was 
no earning power to replace it. 

The other phrase that has come down 
from the sea is “breeches buoy.” That 
is when a ship is wrecked on shoals or 
reefs a few hundred yards from the 
shore, and they shoot a rocket over it 
with a little line attached; then a bigger 
line is pulled over and they put the 
breeches buoy onit. It sags down to the 
surface of the water, but the passengers 
eagerly wait to take their turns in it. 

We have been neglecting the people's 
old life insurance. There are literally 
millions of these ordinary life and limited 
policies that are left to be paid in lump 
sums, and they don’t say a thing about 
old age. Every one of them has these 
provisions of an income that will carry 
the family to wage earning time if the 
father dies, a cash value that will make 
pensions or livelihood income for his old 
age if he lives on. The agent didn’t say 
it, but it is there. It is an inherent, un- 
avoidable product of life insurance. 
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Large Attendance from All Lines of 
Insurance—Clifford Ireland Was 
the Chief Speaker 





NEW OFFICERS ELECTED 


. President—Charles H. Burras, National 
Surety, Chicago. 

Chairman Executive 
Joseph E, Callender, 
Chicago. 

Vice Presidents—O. J, Arnold, Illinois 
Life, Chicago; Joseph E. Callender, Ocean 
Aecident, Chicago; Charles N., Gorham, 
American Fire, Rockford; J. C. Harding, 
Springfield Fire & Marine, Chicago; John 
C. Lanphier, Jr., Springfield; Charles W. 
Olson, Chicago; George D. Webb, 
Chicago, 

Directors—Harve G. Badgerow, Conti- 
mental Casualty, Chicago; Herman 
Bartholomay, Chicago; George A. Bink- 
ert, Quincy; Fred Y. Coffin, Chicago; 
J.° B. Comer, Aurora; Harry W. 
Cozad, Rock Island; Lyman M. Drake, 
Chicago; E. A. Ferguson, Union Cen- 
tral Life, Chicago; Wade Fetzer, Fi- 
delity & Casualty, Chicago; W. B. Flick- 
inger, Insurance Co, of North America, 
Chicago; Edgar C. Fowler, New England 
Mutual, Chicago; Wm. E. Hodnett, Lin- 
coln; Louis A. Howes, Peoria; Louis J. 
Kempf, Travelers, Chicago; J, D. LaTeer, 
Agricultural Fire, Chicago; N. C. Me- 
Lean, East St. Louls; D. R. McLennan, 
Chicago; Harry C. McNamer, Equitable 
Life of New York, Chicago; Chas. L. Rit- 
ter, Murphysboro; George Tramel, Aetna 
Life, Chicago; R. W. Troxell, Springfield; 
H. A. Yates, Aetna Fire, Springfield. 


oe 


Clifford Ireland, director of trade and 
commerce of Illinois, was the leading 
speaker at the annual meeting of the 
Illinois Insurance Federation held in 
Chicago Friday. Mr. Ireland is well 
acquainted with insurance attairs, having 
been president of the old Western Live 
Stock Insurance Company of Peoria. 
He said that continued and uninter- 
rupted solvency is a cardinal essential 
in which policyholders must be pro- 
tected. The state, he declared, should 
be ever alert to make this protection 
ample and secure. It is a matter of 
common knowledge, he asserted, that 
the income must go from policyholder 
to company and that companies must 
meet their underwriting loss require- 
ments and the items of expense inci- 
dent to the conduct of the business. — 


Tax Burden Is Heavy 


Mr. Ireland launched into the burdens 
levied by the state in the form o 
taxes, licenses and fees on insurance 
companies. He declared that in the last 
analysis, it is the policyholder paying 
an indirect tax that must bear the 
extra burden and not the insurance 
company itself. Illinois imposes a tax 
on all insurance companies amounting 
to $3,500,000 every year while the cost 
of supervision is $112,639. The excess 
of taxes over the amount appropriated 
for supervision in 1923 amounted to $3,- 
418,149. Agency licenses for other com- 
panies than life brought in $119,223 and 
fees for life agents cost $33,221. The 
revenue received from the one item of 
agents certificates for fire and casualty 
would more than be sufficient to pay 
the entire cost of the appropriation 
made for the supervision of the busi- 
ness in Illinois, 


Home Companies Discouraged 


Mr. Ireland said that because of the 
heavy taxation burdens Illinois has not 
been able to keep abreast with other 
States in the formation of insurance 
companies and the investment of Illinois 
capital in those companies. Under the 
‘retaliatory laws insurance companies 
organized in Illinois must pay these ex- 
cessive sums in all states where they 
operate outside of Illinois. Mr. Ireland 
said there is a distin¢ét advantage in or- 
ganizing insurance companies in states 
‘hke Connecticut, for instance, which 
do not impose these excessive bur- 
dens upon the business under the recip- 


Committee— 
Ocean Accident, 





he tinished his formal talk. He threw 
down his paper, leaned forward and 
came out with some real straight-from- 
the-shoulder remarks to the insurance 
men. He said, “You men are all right 
but you think, eat and sleep insurance. 
When you go out to lunch with some- 
body it is always an insurance man. 
You play golf with insurance men. 
When you play cards, you always play 
cards with insurance men. What you 
need is the outside viewpoint of your 
own busingss. You have the inside view 
and you recognize the inside impor- 
tance of your business, but you do not 
really comprehend the high standing 
and the general good reputation that 
the outside business interests have for 
you. What you need to do is to get out. 
You have always been keenly alert to 
any adverse legislation. But, mark you, 
never have you, in any one instance, 
complimented a legislature when it put 
through a favorable bit of legislation. 
In most cases, when a piece of legisla- 
tion affecting insurance is proposed, you 
are immediately against it. What you 
need to do is take a keen interest in the 
body politic. I do not mean politics. 
You should take an interest in civic af- 
iairs. Then, you will be in a better po- 
sition to fight adverse legislation and 
you will have a greater knowledge of 
favorable legislation.” 


0, J. Arnold Speaks 


O. J. Arnold, secretary of the Illinois 
Life, in his talk said that the life men 
were not affiliated as they should with 
other lines of insurance, but are doing 
it through the Federation movement. 
He referred to the passage of the IlIli- 
nois life laws a few years ago, telling 
how the insurance department and com- 
panies cooperated until Illinois has a 
model set of laws. The policy valuation 
law is now used as the standard in other 
states. 


APPEL MADE PRESIDENT 
OF NEW ENGLAND MUTUAL 


(CONTINUED FROM PAGE 1) 


cha¥man of fhe board of directors and 
chairman of the finance committee. 

Mr. Appel comes to the presidency with 
long experience in both the agency field 
and the home office. He was born in 
Cumberland, Md., and from 1875 to 1885 
was engaged in fire insurance in Penn- 
sylvania and the west. In the latter 
year, 1885, he was appointed general 
agent for the New England Mutual 
Life in Indiana, with headquarters at 
Indianapolis. He served in this capacity 
for ten years, until 1895, when he was 
called to the home office to become 
superintendent of agencies. In 1905 he 
was elected secretary of the comipany. 
Three years later, on the death of the 
late President Benjamin F. Stevens, he 
was advanced to the vice-presidency, at 
the same time that Mr. Foster became 





the full vigor of mature manhood and 
after a period of long service in the 
field and in executive position that 
renders his qualification for the office 
very exceptional. He is dearly beloved 
by the entire agency force and has been 
ciose to the field men in his supervisory 
work. His promotion to the presidency 
is welcome news to the field men. Mr. 
Appel is one of the outstanding figures 
in the ranks of company executives and 
a recognized authority on company 
problems. 


YEAR’S FIGURES GIVEN 
BY RESEARCH BUREAU 


(CONTINUED FROM PAGE 1) 


or partner, and insurance to: provide a 
fixed income to the beneficiary. 

An agent used to try to sell any kirid 
of policy at all to a prospect, whose 
needs were often totally unknown to 
him. Now, by the moderft methods, the 
agent studies the needs of each indi- 
vidual prospect and suggest§ to him the 
kinds and amount of insurance which 
best fill his needs for protection, and in 
doing this the agent usually sells more 





Canada, according to figures just pub- 
lished by the Sales Research Bureau. 
Companies which had in force over 85 
percent of the legal reserve ordinary in- 
surance on Jan. 1, 1922, reported to the 
+ Bureau that their sales in 1923 were 
$360,555,000. This is an increase of 17 
percent above the sales in 1922, which 
were $310,372,000. It is also an average 
of over $40 of new insurance per capita. 
This is comparable with the figure of 
$50 of new ordinary insurance per capita 
which was sold in the United States dur- 
bing 1923. 

The increase in sales in the Dominion 
as a whole was shared by all the prov- 
inces except Alberta which fell three 
percent behind its record of last year. 
The provinces of British Columbia, 
Nova Scotia, Ontario and Saskatchewan 
showed more than the average increase 
for the country. 

In December the sales of the report- 
} ing companies were $37,377,000 as com- 
pared to $30,167,000 in December 1922. 
This shows an increase of almost one 
quarter in the volume of sales for the 
whole country. In the provinces of 
British Columbia, Manitoba, Quebec, 
and Saskatchewan the increase in the 





volume of sales was one-third or over. 








Organization 
Methods 


Main Office: 40 Rector St., New York 


Personnel 





H. A. HOPF AND COMPANY | 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 
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Standardization 
Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago 

















Insurance 
We can 


plan. 





—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your organization is strong and your stock 
partially sold; you will be interested in our 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, III. 


Promoters 

















STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Steadfast adherence to the principles of pure mutuality has built up a membership of policyholders 
in this Company who realize the advantages of its constructive and progressive policies. 


Home Office cooperation with the Field Force has created a selling organization with which it is 
both pleasant and profitable to be associated. 


B. H. WRIGHT, President. 
STEPHEN IRELAND, Superintendent of Agencies. 


D. W. CARTER, Secretary. 





saan 





2 TAAL LTA” Ae RTE IY IT as eo SOE = 














£2 Home of the Greatest Illinois Company 
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1212 LAKE SHORE DRIVE 


Nineteen Twenty-three completes the thirtieth year of this Company’s successful oper- 
ation and uninterrupted progress. To build a substantial service-giving organization, 
big enough to have unquestioned strength, but small enough to maintain close and human 
relations between the Home Office, the Field and its Clients, and to especially merit the 
patronage of the citizens of its Home State, is the already realized goal and ambition of 
the 





Illinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 


GREATEST ILLINOIS COMPANY 





TT? Te men who are able to write good risks for good money, we offer a pleasant, 1D | 
profitable and permanent connection. We do not solicit sub-standard business. * 
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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
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& program of constant 
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1924. JANUARY 1924 


Planning for Success 


Before us lies 1924, rich in opportunities. But not in 1924, 
nor in any year, will scattered, haphazard efforts bring success. 
Hence Peoria Life's first service to its agents 


During January, every Peoria Life agent sits in round table 
conference to plan for the year. The result is a definite, practical 
working schedule for each individual agent, so woven into the gen- 
eral program of the Company that the whole organization goes 
forward together to success. 


There is no aimless hit-or-miss about the progress of the Peoria 
Life agent. For every month of the year there is a specific task to 
be accomplished— something to stimulate and encourage. At the 
beginning of 1924, the Peoria Life agent looks into the future 
with certainty and confidence. He knows at the outset where he 
is going, his route charted before him, and that his Company holds 
out a helping hand all along the way. 
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